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Standard Imprinter — prints 
through a ribbon and is especial 
ly adapted to imprinting records, 
monthly statements, etc.—20 to 
30 a minute! 


























The Answer 
Cannot be Delayed 


USINESS will be good in 1929 for those who make it good. 

B The number of profitable accounts will be greater for 

those banks which adopt definite, practical business-get- 

ting methods. It’s a matter of right viewpoint — right plans 
— right organization — ACTION! 


In the smallest banks as well as the largest institutions 
Addressograph products are making it possible to increase 
the number of profitable accounts and reduce the cost of 
writing names and data on standard bank forms. 


The Addressograph representative wants to tell you how 
Addressograph products will keep the 1929 “Profitable Ac- 
count Line” UP for other banks—and how they will do the 
same for YOU. Ask the Addressograph representative near 
you; or mail the coupon below and full particulars will be 
sent to you without obligation. 


Sales and service agencies in the principal cities of the world. 


ADDRESSOGRAPH CoMPANY, 908 W. Van Buren St., Chicago 
Canada: Toronto, Vancouver, Montreal. 
European head office and factory: London, England. 
Manufacturers of Graphotype, Addressograph,. Dupligraph, Cardograph 













Superespeed Auto, 
matic —feeds and ime 
prints forms at great 
speed of 7,500 an 
hour! Prints notices, 
and other forms in 
duplicate, triplicate 
or quadruplicate. 


Universal Ribbon Print 
Electric — especially 
adapted to addressing 
and **Filling-in’* letters 
—20 to 30 times fast- 
er than typists — but 
also handles name and 
data writing on all 
forms, 2,000 to 3,000 
impressions an hour! 
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Mail with your 
letter-head to 


ADDRESSOGRAPH COMPANY, 
908 W. Van Buren Street, 


Please advise how Addressographs 









Copyright 1928 Addressograph Co. 


will increase our profitable accounts img 
and reduce our operating expense. 
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We shall be glad to mail in a handy pock- 
et size folder, to any bank official, a 
complete set of the 50 investment topics 
thus far discussed by the Old Counsellor 


and guest speakers. Ask for Folder AB-Z8 [> 
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Broadcasting 
Investment Information 
to the Millions 


HERE exists an “urgent need for more enlight- 

ened understanding of investment,”as Congressman 
Louis T. McFadden expressed it, speaking last April 
on the opening night of the Halsey, Stuart & Co. Radio 
Programs. “Never before... have so many people had 
a surplus,” said Mr. McFadden. “ Employing this vast 
network ... to broadcast the principles of sound in- 
vestment is really a unique undertaking in the history 
of finance.” 


That, briefly, interprets the reason for and the purpose 
of the radio programs sponsored by Halsey, Stuart & 
Co., broadcast each Thursday evening over a network 
of thirty stations in the East, South and Middle West. 
The Old Counsellor, who has already become a definite 
radio personality, answers on these programs questions 
common among investors. His simple, non-technical 
discussions of investment problems are heard each week 
by a vast audience of interested listeners. 


From time to time, leaders in various fields of bus- 
iness, industry, and finance also speak on these pro- 
grams. Noteworthy during the past months, in addition 
to Mr. McFadden, have been addresses by Governor 
Roy A. Young of the Federal Reserve Board, Samuel 
Insull, and Silas H. Strawn, former president of the 
American Bar Association. An instrumental ensemble of 
selected artists provides music of variety and distinction. 


Of Special Benefit to Banks and Bankers 


The audience reached by these programs is largely 
made up of bank customers—actual or potential. The 
habit of investing, or a desire to invest, leads naturally 
to the use of various bank facilities. It is felt, therefore, 
that these programs are rendering a valuable service to 
banks, both in developing an investment sense among 
their customers and in otherwise stimulating bank pat- 
ronage. Support of these programs from banks to a 
gratifying degree is already evident, and it is hoped that 
this interest and support will grow as bankers generally 
become familiar with the purpose of the undertaking. 


HALSEY, STUART & CO. 


INCORPORATED 


cuicaco 201 8. La Salle St. 


NEw york 35 Wail St. 
PHILADELPHIA III South Fifteenth St. petTrorr 601 Griswold St. cLEVELAND 925 Euclid Ave. 
sT. Louis 319 NV. Fourth St. soston 85 Devonshire St. PriTtTspurGH 307 Fifth Ave. 
MILWAUKEE 425 East Water St. | MINNEAPOLIS 608 Second Ave., S. 
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© NEW YORK STOCK EXCHANGE 


The floor of the Exchange 


A Market Barometer Gone Awry—and Why 


HE relation of money rates to the 
stock market has been argued 
back and forth a good many 
times in the financial world. Some 
have contended that changes in these rates constitute the 
most important single factor bearing on stock market 
movements; others contend that the influence of money is 
frequently secondary to that of business and psychology; 
while still others maintain that the effect of money rates on 
stocks has been over-rated, and that no close, consistent 
relationship exists between the two. 
There is little doubt that money rates are a very im- 
portant factor in determining the trend of the stock 
market. Abnormally low interest rates in the past have 
frequently preceded a rising market, while very high 
money rates, denoting credit strain, usually have been 
followed by a declining market. In the past ten years, for 
example, the rise of call money late in 1919 coincided with 
the beginning of the 1919-1921 bear market, while the 
descent of call money to the abysmal depths of 2 per cent 
in the late summer of 1924, occurred just as the great 
“Coolidge” bull market was beginning to get under way. 
Changes in money rates, therefore, do affect the broad, 
general swings of the stock market. Furthermore, we 
May say that money takes its place along with business 


By D. C. Elliott 


Federal Reserve Bank, Cleveland 


as one of the two major influences 
on stock prices —the exception to this 
rule being that public psychology 
sometimes becomes so important as 
to constitute a third major factor. 

When we analyze the shorter market swings, however, we 
find the apparent effect of money rates somewhat confusing 
at times. For example, during the last half of 1922 a rising 
stock market was accompanied by advancing money rates, 
and again in 1925 a very strong bull market went hand in 
hand with a pronounced upswing in money. On the con- 
trary, when stocks rose sharply during the last half of 1921 
and the first part of 1922, money rates were declining. In 
the first two illustrations cited, stocks and money moved to- 
gether, while in the third they moved in opposite directions. 

The reason for these apparent discrepancies is found 
largely in the relative position of money rates and in busi- 
ness developments. In the middle of 1922, call money — 
using the term “call money” here to represent money 
particularly concerned with the stock market —was at the 
lowest point in years and business was on the upgrade. 
Consequently, the rise in the call rate during the succeeding 
months of 1922 did not carry it to a point high enough to 
unsettle the stock market. The same thing was true in 
1924 and 1925. It was not until 1926 that stock prices 
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were affected by rising 
money rates. In 1921, 
the situation was dif- 


EFFECT OF MONEY AND YIELD ON STOCK PRICES 


twice a week, and the 
monthly average of these 
semi-weekly periods has 





ferent. Call money had 2 


been falling rapidly, and 
by autumn was so much 


lower than a year earlier 200 
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that it seemed cheap. 
This and the improved 
outlook for business gave 


the market courage and 150 


been used. In the case 
of money, the monthly 
Fi average call-loan_re- 
Lg newal rate has been used 
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an advance followed 
which was stimulated by 
the further decline in 
money. 


throughout the entire 


: period. 


It has been necessary 
to make substitutions in 
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It is thus evident that 
in trying to decide what 
effect the trend of money 


rates is likely to have on ee 
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the list of stocks from 
time to time on account 
of stock split-ups. In 
all such cases substitu- 
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tions have been arranged 
so that neither the aver- 
age price nor the average 
yield of the entire group 
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Sir ® twenty-four stocks now 
being used are as follows: 
rs MIRE fie Original List: Ameri- 


ee 2 can Car and Foundry, 
1928 Associated Oil, Cali- 
fornia Packing, Inter- 








it somewhat difficult to 

judge probable stock market action for 
a few months ahead on the basis of 
swings in money rates alone. At times, 
money may be the controlling factor. 
At other times, business prospects and 
developments may have a greater effect. 
And occasionally speculative psychol- 
ogy may hold the center of the stage. 
Frequently, these three influences work 
together in such a way that no single 
one of them can be held responsible 
for stock market action. 

Is there any way, then, in which we 
may combine money rates with some 
other factor so as to get a better 
picture of probable market action? 
The answer is that such a combination 
exists in the form of the excess of stock 
yields over money rates. 

Stock and bond yields, of course, 
have been used as indicators and their 
importance recognized, but the par- 
ticular relationship between money 
rates and stock yields on the one hand 
and stock prices on the other is often 
overlooked. A careful study shows 
that the combined movement of yield 
with money rates, though not in- 
fallible, is a better index of the more 
important stock market changes than 
money rates alone. And this is only 
natural. To the large body of specu- 
lators and traders who are buying and 
selling stocks on margin, the question 
is not so much whether borrowed 
money is cheap or expensive, but 
whether the stocks carried on margin 
are yielding more or less than the 
interest rate being paid. A call money 
rate of 6 per cent is considered high; 
but if sound dividend-paying stocks 
are yielding 7 or 8 per cent, it becomes 
profitable to borrow money to buy 


such stocks, and the market may stage 
an upward movement regardless of the 
high level of money. On the other 
hand, if such stocks are only yielding 
3 or 4 per cent, the market is more 
likely to go down than up, assuming a 
steady 6 per cent call money rate over 
a period of time. 

The next question is, at what point 
will the combined yield-money factor 
operate to bring on a rising market, 
and at what point will it operate to 
cause a falling market? The chart 
reproduced here, deals with this prob- 
lem, and an analysis of the graph 
reveals some very interesting points. 


HE solid line on the chart represents 

the excess (or deficiency) of the yield 
on dividend-paying common stocks 
over the call money rate. From 1919 
through May, 1927, seventeen high- 
grade industrial common stocks were 
used which paid dividends continuously 
during that period. Thereafter, seven 
more stocks were added, so that 
twenty-four dividend-paying industrial 
common stocks are now being used. 
The common stocks added were so 
selected that they would not affect the 
combined yield of the entire group, but 
at the same time would make the 
group more representative. In the 
earlier period it was difficult to find 
more than seventeen listed industrials 
of prominence whose dividends were 
neither passed nor reduced during the 
1921 depression. 

In figuring the excess of yield over 
money, the average yield of the group 
on the last Saturday in the month was 
used up to and including May, 1927; 
since then the yield has been computed 


national Harvester, 
Liggett and Myers “B”, National 
Biscuit, National Lead, Owens Bottle, 
Pan-American Petroleum, Pullman, 
Stewart-Warner, Studebaker, United 
Fruit, United States Steel, Westing- 
house Electric, White Motor, Wool- 
worth. 

Present List: Allied Chemical, Am- 
erican Car and Foundry, American 
Radiator, American Telephone, Ameri- 
can Tobacco, California Packing, East- 
man Kodak, Electric Storage Battery, 
Endicott-Johnson, Hudson, Kennecott, 
May Stores, Nash, National Biscuit, 
National Lead, Pullman, Standard 
Milling, Studebaker, Texas Corpora- 
tion, Union Carbide, United States 
Steel, Westinghouse Electric, Wool- 
worth, Youngstown Sheet and Tube. 

The dotted line on the chart repre- 
sents the Standard Statistics index of 
the price of 228 stocks (monthly 
average of weekly figures). This curve 
moves very closely with the average 
price, which has been kept for the last 
year and a half, of the twenty-four 
stocks now making up the solid lines. 
Both curves are on a monthly basis 
on the chart, although they are now 
kept on a semi-weekly basis to give a 
more frequent check on the situation. 

The left-hand scale is for the Stand- 
ard Statistics (dotted) curve. The 
right-hand scale shows the spread be- 
tween yield and call money, the “plus” 
figures representing an excess of yield 
over money and the “minus’’ figures 
an excess of money over yield. 

A study of the chart brings out three 
major facts: (1) a marked inverse re- 
lationship exists between the two 
curves; (2) the “indicator points” for 
the period from 1919 to the end of 1927 
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are approximately +3 and 
+1; (3) a new situation has 


| SHE'D BETTER NOT GET TOO FAR AHEAD OF HER MEAL TICKET | 


From the foregoing analysis 





developed in 1928. 

The first point is confirmed 
ata glance. The chart divided 
itself roughly into three cycles 
—1919-1921, 1921-1924, and 
1924-1928. In each of these 
the two curves move in oppo- 
site directions most of the time. 

Turning to the second point, 
it will be observed that, from 
1919 through 1927, whenever 
the yield-money curve touched 
or crossed the +1 line on the 
way down, a decline in the 
stock market followed at vary- 
ing intervals; and that when 
the yield-money curve crossed 
the +3 line on the way up, an 
advance in the market took 
place. The intervals between 
the actions of the two curves 
were short, five months being 
the longest. On the chart, 
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it is apparent that an indi- 
vidual trading in stocks during 
the 1919-1927 period would 
have come out very much on 
the right side of the ledger by 
watching the yield-money 
curve, which would have told 
him when to buy and sell in 
the case of the larger moves of 
the market, as distinct from 
short temporary fluctuations 
due to technical conditions, 
etc. But alas! The indicator 
curve has looked decidedly 
awry in 1928, and our trader 
by this time would doubtless 
have consigned it to the fur- 
nace with many imprecations. 

This brings us to a discussion 
of the third major point —that 
a new situation has existed in 
1928. In brief, people are will- 
ing to buy common stocks on 








horizontal lines have been 
drawn to represent the two 
indicator-points, the range between +3 
and +1 being “‘neutral.”’ 

The first signal given by the yield- 
money curve was in May, 1919, when 
it dropped below +1. This was fol- 
lowed by a temporary break in stock 
prices two months later, although the 
real smash did not begin until October. 
During all the dreary days of stock 
market depression in 1920 and 1921, 
the yield-money curve was making its 
way upward, but did not cross the +3 
line until August of 1921. On that 
occasion the bullish signal coincided 
exactly with the end of the long bear 
market. During the subsequent rise 
in the market the solid line declined 
slowly until it touched +1 in October, 
1922. A brief but noticeable drop in 
stock prices started at the same time, 
followed by a recovery early in 1923. 
In March of that year the yield-money 
curve again touched +1, and again a 
decline in the market started at the 
same time. 

Toward the end of 1923 the market 
recovered irregularly, but the yield- 
money curve did not give its signal for 
an upturn until the late Spring of 1924. 
Shortly thereafter yields attained their 
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The other side of the picture—as seen by McCutcheon in the 


Chicago Tribune 


greatest excess over money during the 
entire ten years, and about the same 
time —June, 1924 —commenced the bull 
market which later became the 
great “‘Coolidge’? market. This ad- 
vance became more and more frenzied 
in 1925, while the yield-money curve 
fell rapidly until it crossed the +1 line 
in September. Five months later the 
memorable 1926 break began. While 
this was going on the solid line worked 
back into neutral territory, but failed 
to forecast definitely the recovery in 
stock prices which took place in June. 
However, it again dropped below +1 
in August, giving the signal for the 
mild October reaction in the market. 
The drop of the yield-money curve 
below +1 in December, 1926, may 
fairly be left out of consideration on 
account of the normal increase in year- 
end call money rates, particularly as 
the curve immediately went back into 
neutral territory in January. During 
virtually all of 1927 there was no signal 
either way; for although yields declined 
as stock prices advanced rapidly, 
money rates also declined, and the 
spread between the two remained 
fairly constant. 


Towers of finance on lower Manhattan 


a lower yield basis than ever 
before, and at the same time 
are paying little attention to 
high call money. Some indication of 
this was first apparent on the chart in 
May, 1926, when the yield-money 
curve failed to reach +3 at the be- 
ginning of the recovery in the market. 
It was again noticeable after the 
October reaction in the same year, for 
when the market started up, the curve 
was nowhere near +3. Thus there 
was no positive signal for the 1927 bull 
market, the solid line merely remaining 
in neutral ground. But the real upset 
has occurred in 1928, when stock prices 
have gone merrily upward while the 
yield-money curve has fallen to depths 
which spelled disaster and ruin in 1919 
and 1920. In October of 1928, the 
average call money rate was actually 
2% per cent higher than the average 
yield on the twenty-four dividend- 
paying industrials. 

The present market seems to have 
broken all the rules of past _ per- 
formance, and on that basis appears to 
be headed for the rocks at a fast pace. 
But there is some room for doubt on 
that score. Many persons felt that a 
severe reaction, like that early in De- 
cember, was inevitable, but most ob- 
servers do not look for an old-fashioned 


(Continued on page 41) 
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tockholders 
—Nearly All 


A Five-year Purchase Plan 
For the Bank’s Employees 


By Lloyd S. Graham 


ship plan for bank employees are 

being demonstrated daily by the 
personnel of the Manufacturers & 
Traders-Peoples Trust Company of 
Buffalo, N. Y. This plan has been in 
operation less than six months but 92 
per cent of the eligible employees are 
participating in it and of this number 
more than 75 per cent have gone the 
limit allowed by the rules of the plan 
in their participation. 

In short, a large majority of the 
employees now participate in the 
profits of the institution. Result: 
Every executive and department head 
has observed a more loyal spirit —a 
greater attention to business —than 
ever before. 

Bank equipment is treated more in- 
telligently. No stenographer will use 
two pieces of carbon paper when one 
will do as well. Subordinates make 
fewer of those embarrassing, thought- 
less mistakes that have to be explained 
and corrected by some executive at the 
expense of time and irritation. 

Without the pressure of campaigns 
or other artificial measures, employees 
are forming the habit of turning in a 
steady flow of new accounts of greater 
or lesser importance —in a manner far 
from casual and indifferent. 

After a few months of operation the 
directors and officers of this organiza- 
tion have every reason to believe that 
the plan is an unqualified success and 
will function even better than ex- 
pected. 

Here’s the plan in detail: Any em- 
ployee of the Manufacturers & Traders- 
Peoples Trust Company for one year 
ig eligible to participate. This applies 
to everyone, from the most obscure to 
the highest position, except those 
executives who are also directors of the 
trust company. 

To establish the plan properly it was 
necessary for the bank directors to in- 
crease the stock from 160,000 shares to 
200,000 shares ($25 par value). Stock- 
holders waived their subscription rights 


AA stip plan for | of a stock owner- 


to take up one-half 
of the increased capi- 
talization. 

Laws of the state 
of New York are such 
that banks are specifi- 
cally excluded from 
selling stock to em- 
ployees on, a partial 
payment basis. There- 
fore it was necessary 
to organize a_ sub- 
sidiary for the purpose 
of holding the stock, 
until the employees’ 
stock purchase fund 
expands sufficiently 
for purchasing on its 
own account. This subsidiary is called 
Western New York Investors, Inc., 
and its officers are also officers of the 
trust company. 

The specified price of the rights to 
the new stock was $150 per share and 
Western New York Investors took over 
20,000 shares at that price, merely to 
hold for employee acquisition. 


HREE executives of the trust com- 

pany were appointed trustees of the 
employees’ stock acquisition fund and 
from time to time these trustees pur- 
chase stock from Western New York 
Investors, Inc., for the accounts of 
employees. Theoretically, this stock 
is purchased at the market. As a 
matter of fact, it is usually slightly 
under. Usually, the stock is bought in 
blocks of 100 shares, as rapidly as the 
fund accumulates the price of 100 
shares. 

In developing the plan on this basis 
the permanent nature of bank stocks 
was considered and it was provided 
that such profits as might accrue from 
the sales of the stock by the Western 
New York Investors, Inc., are to go 
into the undivided profits account of 
the trust company, the stockholders 
thereby profiting in time, by the dif- 
ference between the rights price of 150 
which Western New York Investors, 
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Lewis G. Harriman, president 


Inc., paid for the stock, and the prices 
which the fund trustees pay from time 
to time in accordance with the market. 

The plan presumes that it would be 
manifestly unfair to enable partici- 
pators who may come in two years 
hence to buy their stock at the same 
price allowed to those who have been 
participating from the beginning. 

Fund trustees are appointed by the 
trust company’s board of directors 
which is empowered to remove or sub- 
stitute any or all trustees at any time. 
Upon these three trustees devolves 
considerable responsibility. It is up to 
them to adopt or amend any rules for 
the management of the stock acquisi- 
tion fund. In interpretation of the 
plan, their decision is final. 

The employees’ stock acquisition 
fund is created by deposits of em- 
ployees of the trust company up to but 
not exceeding 10 per cent of their 
salaries; by the additional deposit by 
the bank management of a sum equal 
to 25 per cent of the salary percentage 
deposit of each employee; by any 


sums which may be voted to employees 
as bonuses by the trust company 
directors from time to time; and by 
dividends received upon the stocks 
held in the fund. 

In other words, if John Smith sub- 
scribes to the plan, this is about what 
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happens: John is willing to subscribe 
his limit—10 per cent on salary de- 
duction. We will assume he is on the 
payroll for $1,800. Then he will 
authorize a salary deduction of $180 
per year. 

At the end of five years —for at the 
end of five years, 


John at the end of five years when the 
plan is completed. John’s own de- 
posits and those of the bank total 
$1,125. The $450 bonus money and 
the $60 in dividends from stock credited 
to him during the five years, brings us 
to a grand total in John’s favor of 





this plan will be 








concluded and a 
fresh start will be 
made—there will 
have been de- 
posited out of 
John Smith’s earn- 
ings the sum of 
$900. But this 
amount has been 
increased auto- 
matically by the 
addition of 25 per 
cent—paid into 
John’s fund by the 
bank—or $225. 
Those two items 
are fixed in charac- 
ter so John can 
actually count on 
a credit of $1,125. 

But the Manu- 
facturers & 
Traders-Peoples 
Trust Company is 
in the habit of giv- 
ing a bonus each 
year to employees. 
earnings and the performance in this 
respect for the last ten years, we will 
assume that this bonus will average 
5 per cent of John’s salary each year. 
In that case, at the end of five years 
John would be likely to find as the 
result of the bonus $450 additional 
in his stock purchase account. 











At the present market price of this 

stock, the despoits to John’s account 
would certainly pay for one share of 
stock per year. The trust company 
has been paying $6 per share dividend 
annually. After purchase of the first 
share for John’s account at the end of 
the first year, he would probably be 
credited with a $6 dividend at the end 
of the second year. But at that time a 
second share would be bought for him 
so at the end of the third year, his 
account would be enriched by the 
dividends from two shares, or $12. 
With another share added, at the end 
of the fourth year his dividends will be 
$18, and so on until the end of the fifth 
year when he would be credited with 
$24 in dividends. Then, provided 
there is no change in the dividend rate 
of the trust company, he will be 


» credited at the end of five years with 


$60 additional in dividends for the 
period. 

While there may be a slight element 
of chance in the crediting of the bonus 
amount and the dividends, let us see 


| just where these estimates will land 
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The bank’s home 
and an artist’s 
conception of the 
main entrance 
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price of $250, although this is not 
allowing much for appreciation, since 
the market value of the stock is at the 
time of writing about $230. But in 
buying four shares at this average, 
there is at the end of five years a 
balance of $635 to John’s credit be- 
sides the stock. 

Of course, it is unpredictable what 
the stock will be worth five years hence 
so we will set an arbitrary figure of 
$300 per share, enabling the trustees to 
purchase at the close of the fund two 
more shares for John so that on the day 
of distributing the results of the plan — 
probably a rather eventful day, for the 
employees —John will receive from the 
trustees, who have controlled and 
voted his stock up to this time, six 
shares of stock and a check of $35 to 
close the account. 


BRIEFLY, at the end of five years $900 

of John’s own money, not counting 
interest which he might have received 
had he invested the money outside the 
fund, will be the actual amount he has 
paid in. But he gets back six shares 
of stock, worth at that time, we will 
estimate —and this is extremely con- 
servative —$300 per share, or $1,800, 
plus a check for $35, the balance re- 
maining in his account. Not so bad 
for John. 





“se 











$1,635, part of this held by the fund 
trustees in actual stock. 

We have assumed that during the 
five years a total of four shares have 
been acquired for John at an average 


And not so bad 
for the bank inas- 
much as it is safe 
to say that John 
during the five 
years has done his 
best to make the 
institution a going 
concern. And his 
bit may have 
meant consider- 
able in the aggre- 
gate. 

But we may 
carry our suppos- 
ing a bit farther. 
John may quit his 
job or be fired be- 
fore the five-year 
period closes. On 
the date John’s 
connection ceases 
with the trust com- 
pany, he will re- 
ceive all of the 
money deducted 
from his salary or 
deposited by the 
trust company for 
his benefit with 
interest at 4 per 
cent, or he may 
receive part of 
this credit in the 
form of stock if the fund trustees so 
elect. 

Any employee, though he remains 
with the trust company, may if he 
desires withdraw from the plan at any 


(Continued on page 42) 
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Cheerful Predictions 
for Money and Credit 


By Ivan Wright 


Department of Economics, University of Illinois 


HE public demands for money 
and credit and the ability of the 


local bankers to supply these de- 
mands safely and at reasonable rates 
for the first half of 1929 is the heart of 
the banker’s problem as he looks into 
the new year. Every banker has al- 
ready taken stock of his situation and 
has undoubtedly set up before him the 
daily, weekly and monthly outlook 
affecting his own bank for reserves, 
money and credit. 

Despite the fact the banker has to 
plan, he can not foretell the future as 
completely as he would like to be able 
to do. Nevertheless, forecasting is a 
part of his job. When the banker finds 
his reserves are running low, he must 
readjust his accounts in some way as 
by selling securities, calling loans or 
borrowing. To look into the future, 
select the best earning assets, avoid the 
less desirable, and keep a sound liquid 
position so that all necessary business 
can be accommodated and all unfore- 
seen emergencies met promptly, takes 
careful planning and accurate fore- 
casting as well as good judgment on 
the part of every officer in the bank. 

A few bad loans, an over-extension 
of credit, or an excess of unmarketable 
securities may tie the bank up in a 
period of prosperity and delay in- 
definitely the required constructive 
service of the bank to the community. 

At this time it would be helpful to 
know what the leading bankers through- 
out the country think of the money and 
credit situation for the first half of the 
new year. One of the best known bank 
economists who is also vice-president 
of one of the largest banks in New 
York, states frankly that.the present 
high money rates will retard business, 
and while he thinks there will be plenty 
of money for legitimate business, the 
supply is not inexhaustible and the 
time is not far off when the economy of 
bank reserves will set a definite limit 
to the present extravagant use of credit 
for speculation. 
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Another bank economist in 
New York has long preached 
the dangers of inflation asa result 
of the excessive use of speculative 
credit. The view of the bank 
operatorsis stated in their action. 














For many months the invest- 
ments of New York city banks 
have steadily declined, and their loans 
to brokers for their own account have 
likewise declined. These actions speak 
louder than words. Such facts may 
not indicate that the banks in the 
largest money market city see any 
real danger in the money and credit 
situation, but it does show that they 
have learned the value of conservatism 
and an ample reserve. 

The president of one of the largest 
banks in Chicago boasts that not one 
dollar of the bank’s money is in the 
stock market. All the money of this 
bank is employed in productive service 
and a large reserve of self-liquidating 
paper is daily turning over. This 
banker is generally optimistic on the 
money and credit outlook, and he 
believes that speculators should look 
eslewhere for their money. 

A leading Pacific Coast banker states 
that money and credit is in large supply 
on the coast and the needs of the new 
year will be cared for at reasonable 
rates. 


ONE of the most reliable banking 

services believes the present demand 
for money and credit will continue to 
increase with irregularities until the 
surplus reserves are completely used up 
and then only will a turn to more con- 
servative business develop. This view 
is disappointing, to say the least, be- 
cause it had been hoped that with our 
excess reserves we could have a per- 
manent surplus against emergency de- 
mands for a long time to come, if not 
permanently. 

The view of another service is that 
money rates will decline if the member 
banks will co-operate with the Federal 
Reserve System and take steps to re- 
duce the inflation in the securities 
markets. This service observes that 
there has been very little inflation in 


© EWING GALLOWAY 
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the commodity prices. But the esti- 
mated inflation in security prices is 
placed as high as fifteen billions, of 
which about one-and-a-half billion is 
Federal Reserve credit. 

Whether these views are right or 
wrong, they represent a rather decisive 
opinion that money and credit for 
business will be ample for the first half 
of the year, and while some correction 
in the over-extended securities markets 
has taken place, this correction will not 
necessarily affect the supply of credit 
for legitimate business. 


Opinions Versus Facts 


Now that we have the opinions of 
leading bankers and forecasters, and 
they seem to be reasonably cheerful, 
what are the facts as regards the 
present use of money and credit? 

At the present time the Federal 
Reserve ratio of reserves to note and 
deposit liabilities is more than 25 per 
cent above the legal limit. The excess 
gold is estimated at about one-half 
billion. The ratio of cash to deposit 
of member banks is the lowest on 
record under the Federal Reserve 
System. The cash of member banks 
is now about 6% per cent of deposits 
against 101% per cent in 1922. The 
deposit liabilities of member banks are 
more than fifty-eight billions against 
thirty-two billions at the close of the 
war. Brokers loans are now almost 
10 per cent of member banks’ deposits 
and aggregate almost 131% per cent of 
total member bank loans, against a 
little more than 2 1/10 and 3 1/10 per 
cent respectively in 1918. If the 


member banks should be in need of 
any large amount of currency, this 
would cut into excess reserves. 

A renewal of the export of gold from 
this country during the first half of 
1929 would soon deplete the excess 
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reserves that the Federal Reserve banks 
have at this time. In this connection 
it should be recalled that the estimate 
of foreign dollar exchange owned in 
this market is about one billion dollars. 
One-half of this would draw the gold 
reserve of this country down to the 
minimum. A sudden large demand for 
Reserve bank credit on the part of the 
member banks caused by unforeseen 
conditions, might deplete the surplus 
reserves very quickly, as was the case 
in 1919. 

But no such conditions are antici- 
pated because conditions are different. 
In 1919 there was a serious commodity 
inflation and the security back 
of bankers’ assets declined sharply. 


in the American market by the seasonal 
trend of the business. In addition to 
these facts, it seems probable that the 
bull market will turn eventually and 
many a trader will prefer a safe bank 
account to the risks of the market for 
a while. This will bring to the bank 
many deposits and a surplus of cash 
would be no surprise. During an un- 
certain or declining market, or liquida- 
tion, bank deposits increase after the 
first squeeze is over. 


More Credit —And More 


During most of 1928 many com- 
plaints went up against the Federal 


Eleven 


dinner. In other words, the more the 
less, and the race for more credit which 
a speculative boom wants, would bring 
havoc, if prolonged, to all legitimate 
business and the entire financial struc- 
ture would go down with worthless 
credit. Thanks to the far-sighted 
management of the Reserve banks, 
there is no such inflation in sight and 
no chance of it, even though a land 
bubble and a stock market bubble may 
discover that the credit supply is never 
adequate. No banking system, how- 
ever well managed, can be expected to 
prevent any such speculation. At any 
rate, no country has ever succeeded 

in preventing the public from 





At present the inflation is in 
securities and capital, both of 
which are in the main outside the 
category of commercial bank 
financing. Commercial banks place, 
or should place, only their surplus 
funds in non-self-liquidating assets 
and the banks that follow this 
program will seldom meet trouble 
because of declining security prices 
or other business readjustments. 
Another factor of safety is the 
stability of the European cur- 
rencies and the general improve- 
ment in production and trade 
throughout Europe, whereas in 
1919 the United States was the 
only country in the world that 
could be said to be on the gold 
standard and it is a little doubtful 
whether one country can really 
be on the gold standard when other 





countries are not. Prices in Europe 





gambling and taking a chance on 
the future, but such banking 
systems as that of England have 
succeeded in maintaining a sound 
money and credit structure despite 
the public’s speculation. And fortu- 
nately, we have devised similar 
means to protect the financial 
welfare of general business, heed- 
less to the constant cry of the 
never-satisfied speculator for more 
and more credit. If he were heard 
and heeded, the constant cheapen- 
ing of credit would destroy values 
for millions of the people and 
destroy all legitimate enterprise. 
Preservation of this safeguard for 
the masses of the people and 
necessary business, forces upon the 
Federal Reserve Board the solemn 
duty of protecting the gold standard 
and maintaining a sound money 
and credit system regardless of the 





complaints of individual, or class. 





as well as the United States were 
inflated on paper and credit and 
a general collapse was inevitable. 
At the present time European markets 
are more stable than our own, their 
prices are less inflated and their 
securities markets are more orderly, 
and most of the important commercial 
countries are on the gold standard. 

As a matter of fact, conditions are so 
different that a comparison is ex- 
tremely difficult. But it should be 
recalled that while the leading coun- 
tries are now on a stable money and 
price basis, they are also in better con- 
dition to demand gold from our 
markets than at any time since the war. 

After the Christmas trade is over, 
the large amount of money annually 
required for this season will flow back 
to the market and the banks can use 
this money as they always have to 
reduce their borrowings at the Federal 
Reserve banks or increase their re- 
Serves as the need may be. The peak 
load of acceptances for the financing 
of the exports from this country will 
be over and the Reserve banks during 
the early part of the year can reduce 
their holdings of bankers acceptances 
without affecting the market, because 
the supply of these bills will be reduced 
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Reserve System for restricting credit 
for speculation. Money rates ad- 
vanced to the highest prices in many 
years and still it was lamented that 
there was not enough credit to take 
care of all the demands of speculators. 
But the Federal Reserve banks are not 
in the business of financing speculation. 
On the contrary, they are charged with 
the duty of regulating the expansion of 
money and credit and its contraction 
for the legitimate needs of agriculture, 
commerce and industry, and the sys- 
tem has fulfilled this duty. No doubt 
some of the funds placed in the market 
by the Reserve banks, both as loans to 
member banks and through open mar- 
ket operations, found their way into 
the speculative markets, but there is 
no reason for penalizing sound pro- 
ductive business for the sake of punish- 
ing an unproductive business. The 
latter will pay its penalty when and if 
the market turns. 

The cry for more credit is common 
in all speculative bubbles. This scar- 
city of credit was never so large in the 
German post-war credit expansion as 
when it took a trillion marks to buy a 


Despite the excessive use of credit 
in speculation by any and all stand- 
ards of the past, there seems every 

reason to believe that legitimate busi- 
ness will be well supplied with funds 
at reasonable prices during 1929. The 
western Reserve banks have not found 
it necessary to advance their rates to 5 
per cent because they have been able 
so to control the use of funds for busi- 
ness and agricultural purposes that 
only a small part of the funds so ex- 
tended ever reached the speculative 
markets. 


"THE Reserve banks are holding a 

large volume of bills bought in the 
open market for seasonal purposes and 
these bills will be liquidated over the 
early part of the year, releasing reserve 
funds for the spring business. A de- 
cline in the use of funds in the specu- 
lative market is probable because there 
always comes a time when conservatism 
supersedes the fever heat of speculation 
and during such times speculation not 
only declines but the funds used in 
speculation find their way back into 
the bank accounts. 

The member banks are in strong 
position to call upon the Reserve banks 
for additional credit. At present the 


(Continued on page 45) 








O bank executives constitute a 

superior business caste? I have 

heard rumors that such is the 
case. Also, here is Count Hermann 
Keyserling, perhaps the greatest of 
living philosophers, telling us in the 
Forum that in America women will 
eventually get just what they want. 
As women compete more with men in 
business, won’t they expect —and get — 
the highest caste jobs? 

The following incident, then, may 
be highly significant. Not long ago a 
visiting banker called at the First 
National Bank of Crocket, California, 
and asked to see M. D. Parker, the 
cashier. A smiling young woman came 
forward and introduced herself as Mrs. 
Parker. 

“So you and your husband both 
work here, do you?’’ asked the visitor. 

The young woman smiled still more. 
“‘No, my husband is connected with 
the sugar refinery. If you want to see 
the cashier, I’m afraid you will have 
to talk to me.” 

Since Marion D. Parker has thus 
started a breach in her section of the 
country in the ranks of male bank 
executives, it might be well to examine 
the claims of womanhood as potential 
bankers. 

Let it be clearly understood, how- 
ever, that I am not taking sides against 
my own sex. Quite the reverse. The 
point is here: if women have certain 
natural advantages 
over the men, the sooner 
men know the truth the 
better. The plain facts 
will stimulate men to 
speed up. 

Meanwhile the man 
at the top-—even 
Marion Parker agrees 
that a man should be 
at the very top—can 
look on with satisfac- 
tion. This new form 
of competition may do 
wonders in helping to 
develop personal effi- 
ciency. 

So here is for women 
as bankers. They are 
naturally cautious. 
They are careful in 
small details. They are 
inclined to be tactful. 
They are conscientious. 
They are generally 











omes the WOMAN Executive 


Thoughts on the “Feminine Invasion” 
as Expressed by One of the Invaders 


By John D. Blaine 


faithful to old associations and the 
old institution. 

Women are as a rule intensely in- 
terested in human nature. Far more 
women than men go in for the study 
of psychology, which Dr. Glenn Frank, 
president of the University of Wis- 
consin, has assured us is to be a leading 
business subject of the near future. 
How are employees to be kept happy 
in their jobs? Millions are lost an- 
nually through the inefficiency due to 
rapid turnover of labor. Unless men 
think more about the workings of 
human emotions—the other fellow’s 
emotions—they will awaken to find 
expertness in the complex problems of 
human relations in the hands of the 
women. 

Women are comparatively honest — 
so far as women are concerned, the 
jails of the country, and most peni- 
tentiaries, could be pretty well dis- 
pensed with. 

Women are the custodians of our 
highest ideals. They inspire men to 
good work. 

Women tend to live longer than men. 
In banking, particularly, the long ex- 
perience that leads to maturity of 
judgment is of special economic value. 
By the age, say, of fifty, the successful 
individual usually has a financial 
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standing and a reputation that together 
bring his personal influence in business 
up to its maximum power. A leading 
women’s magazine puts the feminine 
advantage in this department at ten 
years! 

On elaborating that idea, the figures 
can be made to appear rather startling. 
For instance, the average duration of 
life in America is put by Dr. Dublin, 
statistician of the Metropolitan Life 
Insurance Company, at slightly over 
fifty-seven years. That is the average 
of both sexes. If we assume reasonable 
equality of numbers in the population, 
the average breaks down into fifty-two 
years of expectation for the men and 
sixty-two for the women. Thus for 
the after-fifty period of maximum per- 
sonal influence, the men show us a 
mere two years while the women can 
point to twelve years. After full 
maturity, the potential usefulness of 
women is six times greater! 

Doubtless the auditor could probe 
around and do a few things to those 
figures, but absolute accuracy is not 
to our masculine purpose. In business 
the wise figure depreciation against 
themselves, too much rather than too 
little. So it’s considerably the part of 
wisdom for men to discover, if they 
can, the reasons why. Well, it is 


alleged that women smoke less, drink 
less, and sleep more, in short, are in 
personal habits more rational, and are 
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far more likely to be seen in church on 
Sunday morning—a good conscience 
doeth good like medicine! 

But I did not find Marion Duncan 
Parker thinking much about all those 
things. To her the cashier’s position 
seemed to fit naturally, so much so 
that it brought no particular self- 
consciousness, which just proves how 
easily the feminine nature can adapt 
itself to the executive position. 

Mrs. Parker is disposed to believe 
that youth can acquire a natural bent 
for banking. That is, the human twig 
can be inclined in a given direction by 
very early training and environment. 
She was reared in a banker’s home. 

‘““My father used to bring home some 
of his reports for work in the evenings. 
To see him do strange and rather won- 
derful things with figures excited my 
childish curiosity. He noticed my 
interest and allowed me to lend a hand 
in helping him. I didn’t feel this work 
atask. I was pleased at being allowed 
to take part in something important.” 

Chance here to discuss the im- 
mensely vital problem of education for 
the life work. What did she think 
about those parents—often fond 
fathers who watch and 
wait for the cropping 
out of inherited talents, 
perhaps a talent for 
banking? 


“We notice that 
the majority of 
young people of 
today don’t know 
what they want to 
do. There is much 
experimenting, 
shifting from one 
sort of work to 
another, and each 
change means 
hundreds of dollars 
of economic loss. False starts are ex- 
pensive. Yes, it may be that after 
eight years of grammar school and 
four years of high school, the age for 
acquiring a natural bent has past. 
Perhaps the life work of the child of 
the future will be decided in the pre- 


school age and taught in the form of 
play.” 

She agreed that the word “‘play”’ is 
misleading. Only grown up people 
really play, in the sense of hobbies and 
avocations. So-called play of child- 
hood is childhood’s business, always 
taken seriously by children themselves, 
and should be taken very soberly in- 
deed by their responsible elders. 
Henry Ford is said to have played, in 


all seriousness, with his 
father’s agricultural 
machinery on the farm, 
trying various youthful 
schemes. <A child who 
plays at something that 
imitates man’s work is on 
the road to success. 
Nothing interests the average man 
more than his children. Bankers and 
others often make wonderful plans for 
their offspring, only to have said off- 
spring grow up with quite opposite 
inclinations. But the day may come 
when the son of the banker can be so 
trained as to grow up demanding to 
be a banker. 

Perhaps the banker of the future will 
begin at a tender age with a play room 
equipped somewhat like a bank. The 
significance of play as a factor in de- 
termining the destiny of the child is 
one of the newest developments of 
psychology, and only just now be- 
ginning to be understood. And surely 
such auditing human nature back to 
the entries on life’s first pages is 
feminine stuff. 

Again Marion Parker is an example 
in point. “I was glad when my father 
asked me to go to work in the bank. 
He said that he wanted one of his girls 
to help him — of five children, four were 
girls —and I seemed naturally fitted to 
the banking job. I liked the work 
from the very start. So my disposition 
to be a banker doubtless had its origin 
in that help I gave my father on his 
books when I was a small child.” 


Thirteen 













































I asked how many years 

of banking experience she 
had, but she could not re- 
member. The woman banker 

is the woman still. Anything that 

touches on years and ages is rather 
taboo! However, since Marion Parker, 
then Marion Duncan, began as a 
banker in my home town, and made 
entries in my pass book, I’m guessing 
that she entered the service at about 
the age of seventeen. And no better 
teller ever made errorless entries in 
unmistakable figures. 

After marriage and her husband’s 
work took her to Crocket, a model city 
near San Francisco, with a business 
built on sugar (California and Hawai- 
ian Sugar Refining Company), Mrs. 
Parker. supposed that her career in 
banking was over. But Fate and F. W. 
Hutchinson, president, First National 
Bank of Crocket, soon stepped in with 
other plans. After an experiment in 
“helping out,” that natural bent for 
banking has for the last six years had 
its own way. 

I asked some questions about bank 
service. For the last two years I have 
been digging anew into economics, and 
have been deeply interested in Herbert 
Hoover’s work in furthering business 
efficiency by simplification and the 
elimination of service waste. 

“Do you insist on all patrons making 
out their own deposit slips? Efficiency 
in service, it seems to me, demands 
that this rule be rigidly enforced.” 


“Bur people were made—some of 
them —before rules! One day when 
I was still new in the bank here I asked 
a foreign-born patron, a woman, to 
sign her name. She flew into a rage, 
crying out, ‘She wants me to sign my 
name! She wants me to sign my name!’ 
“The woman could not write, and I 
soon found that: she wasn’t the only 
one. Yet some of these foreign-born 
patrons are great savers. It might be 
possible to prove that the account of 
the average, comparatively illiterate 
laborer is of more profit to a bank than 
the account of the average ‘under paid’ 
college professor. In this industrial 
community, for instance, our ratio of 
savings deposits to commercial is five 
to one. 
“So these thrifty laboring people are 


(Continued on page 48) 





EAD CROW 


D Credit Problems of the 
Canadian Branch Manager 


By Percy Gomery 


(Photographs by Ewing Galloway) 


N a recent humorous weekly, Mr. 

Market Gardener is asked, “Why 

don’t you have a scarecrow?” He 
replies, “Why, ’taint necessary. Either 
the wife or me’s always out there.” 

Come to think of it that’s the reason 
we don’t have a traitor’s head sus- 
pended over our bank portal. Me’s 
always in there. Me has been warming 
the same chair for over eighteen years, 
sentinelling our teller’s cash and ap- 
parently scaring off greedy vultures 
who are wont to swoop into our field of 
endeavor and gobble up those crumbs 
of patiently earned interest we intend 
to use as seedlings for that impressive 
bulwark, “Reserve and Undivided 
Profits.” 

In the Canadian system, generally 
speaking, we have a scarecrow and 
fairy godmother in one in the shape of 
head office. ‘“‘Absent treatment” of 
this kindly guardian takes the form of 
a bulky binder, ““Head Office Instruc- 
tions,”” individual attention being a 
more or less machine gun rattle of 
“Discount Communications.” Some 
of the smaller banks’ branches used to 
send in carbon copies of their complete 
loan register, so that the general man- 
ager could (and did) communicate in 
criticism of a $25 accommodation to 
the under janitor. But the more 
recent tendency, thank heaven, has 
been to cut out the kindergarten busi- 
ness and ask for fewer and briefer 
returns. Generally a weekly report 
goes in, listing new advances of two 
hundred, five hundred or a thousand 
dollars according to the size and im- 
portance of the branch. At one time, 
too, we wrote a monthly return of 
every tiniest loan or overdraft on the 


books, but it came to 
be realized that this 
was half repetition 
and half equally 
needless small stuff. 

At the same time, 
poor loans, even 
though under $200, 
will constitute a 
danger if numerous, and a head office 
must know what is being done with 
its money and the exact nature of its 
assets. Thus an occasional examina- 
tion of last details is essential. 

The occasion is the surprise date of 
the annual audit, when a complete list 
is taken of every account in which the 
bank has money at risk, even to the 
smallest overdraft of one dollar. 

After the summation is checked and 
balanced with the general ledger, it is 
the duty of the auditor to verify the 
material existence of the notes them- 
selves —whether on hand or with out- 
of-town banks —and all securities held. 
Naturally he criticizes any irregularities 
in the form or description and par- 
ticularly he satisfies himself that total 
commitments and securities agree with 
what has been reported to head office 
in respect to the larger accounts. 


WHILE he might casually warn the 
manager of a poor risk or even dis- 
cuss an advance in the light of his ex- 
perience at other branches, it is not his 
duty to pass opinions on the merits of 
loans or in any way to question or 
report on the manager’s judgment as 
a banker. 
That is the province of the inspector 
who visits the branch some time later. 
He will go over with the manager, one 
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Pulp logs in Quebec 


by one, every liability account at date 
of audit. Nothing is small enough to 
escape him, for this is the one time in 
the year when head office is to find out 
exactly the kind of business being taken 
on. In accounts where loans have been 
made without special security, but 
merely on the strength of a signed 
statement of affairs, the inspector may 
require production of the actual paper 
the borrower signed. The very appear- 
ance and method of making it up, and 
whether or not an independent audit 
took place, may indicate a good deal. 
For example, a physician might put 
down his receivables at a careless 
$10,000 and still be a good doctor and 
a good banking risk. But a coal 
merchant who did the same is cer- 
tainly a poor merchant and probably 
an undependable borrower, with or 
without security. Generally speaking, 
a balance sheet expressed in round 
figures is the poorest kind of recom- 
mendation. 

At the end of one of these inspection 
interviews —and they are likely to last 
a full day or more—the manager’s 
office is metaphorically festooned with 
dead crows for his guidance, because 
the inspector sees the liability not only 
with eyes unprejudiced by personal 
friendship or sympathy, but from 4 
very much wider experience. For 
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A great industry in British Columbia 


example, he will say, “Yes, it may be 
that this life insurance agent is strong 
enough to take up his trade paper if 
the promissors don’t, but we want you 
to know that our experience in other 
places shows that it will be mighty 
troublesome paper.”’ Or, again, ““You’d 
be wise to get that note paid. Small 
lumber mills all over the country are 
passing through a very difficult time.” 
Or, “I don’t like to see you accommo- 
dating Jones in any way. His record 
is bad. We’ll get the latest on him 
and send you a copy.” 

In order that the bank as a whole 
may know where it stands, the in- 


spector classifies each 
branch’s loans. No. 1, 
First Class Business, 
would be advances 
made for legitimate 
purposes, fully 
secured and liquidat- 
ing easily. Class 2 
would be money 
loaned to high grade 
business enterprises, 
but with less desir- 
able security or not 
freely liquidating. 
Class 3 represents 
loans not in them- 
selves good banking 
business, but collec- 
tible and necessary 
as local policy. Class 
4 means, briefly, ad- 
vances which should 
not have been made. 
Classes 5 and 6 con- 
sist of grief antici- 
pated or achieved — 
dying or dead hopes, 
of use chiefly as dead 
crows to hang as 
awful warnings. 
After one of these 
liability inspections, 
the head office doubt- 
less feels it has the 
measure of its branch 
manager. And it 
probably has, though 
there are notable con- 
tradictions, for there 
is so much in the 
way things are put 
up to an inspecting officer and after 
all he is human and can be deceived. 
At one branch where the business 
was farming, the manager had a 
beautifully thorough and up-to-the- 
minute card system of his borrowers’ 
position and activities. The inspector 
not only gave his loans a high rating, 
but made a special laudatory report on 
his record-keeping. It turned out that 
the handsome records were the work 
of a trained imagination and the 
promising loans, though representing 
money paid out, were not genuine. 
Many years ago, in another part of 
the country, the manager was reported 
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to head office as careless in his loaning 
and without sufficient records of any 
kind. ‘‘We wonder,” the report read, 
“‘that losses have not been incurred.” 
The following and other years, sub- 
sequent inspectors in their wisdom 
made similar reports, until at last one 
said, ““A certain native shrewdness has 
enabled him to avoid losses.’’ At date 
of writing, twelve unfavorable reports 
are on file, but the manager’s net losses 
from bad debts are $33. Loaning of 
one-half to one million dollars for 
twelve years on end with losses aver- 
aging $2.75 a year! And the peculiar- 
ity of the system is that this manager, 
probably, is still regarded as inefficient. 
Were the inspector the same man every 
year, he might become convinced that 
the manager knew exactly what he 
was doing and knew his field better 
than anybody else, but each fresh in- 
spector may work more or less by rote 
and, measured by the rules, the man- 
ager is at fault. 

An old manager once said to me, 
“Don’t take any chances. Your stand- 
ing is adjudged only by losses, not by 
your volume of business.”’ I have 
wondered since how this negative pol- 
icy would suit an American cashier who 
had the responsibility of increasing 
dividends on $50,000 capital. 


N the other hand, when losses do 

occur they are dealt with leniently 
and even generously. It is not a case of 
‘“‘“Somebody’s head has got to come off 
for this!’ as we hear is sometimes the 
result in the United States. In one 
instance, head office issued authoriza- 
tion to write off $2,000 literally without 
a word of comment, but, when writing 
off a loss of some $60, remarked sig- 
nificantly, ““While the amount is not 
important we cannot see any good 
reason for having loaned it.” 

When the inspector departs he 
leaves behind a record of the position, 
including securities, of the ““Authorized 
Credits.”” Each branch manager has a 
“Discretionary Limit” of, say, $2,000 





Sixteen 


(sometimes, $5,000 or $10,000) ; that is, 
a limit up to which he loans without 
previous reference to any other source, 
although the loan may be required to 
be subsequently reported. Beyond 
this limit he should first consult head 
office. (It is whispered that the most 
up-and-coming manager loans any 
amount he wishes and then applies for 
confirmation, though officially the 
practice is frowned on.) These loans, 
if approved, become the Authorized 
Credits, and run, unless otherwise 
stated, for one year. 

The inspection liability report then 
appears on long, narrow sheets, the 
right-hand edge of which is printed, 
‘“‘Pasting margin.”” Three months later 
a still narrower slip is attached to the 
first, showing the then position, line 
for line, of the liability, with a brief 
note of any change in security. Thus, 
at the end of the year, the progress, by 
quarters, of each important account is 
available at a glance in head office. 

All smaller accounts—unless above 
the “reporting limit’? and objected to 
when reported —are taken no account 
of until next year’s inspection. 

In speaking of “‘head office”’ it should 
be explained that a branch 
in Halifax or Vancouver 
need not write to Toronto 
or Montreal. The larger 
banks have supervisors for 
each province, and for in- 
spection purposes, this 
supervisor is “head office.” 

The suggestion that a 
Canadian branch man- 
ager’s hands are tied as 
compared with the village 
cashier in the United 
States, is not proven. It 
is quite true that the limi- 
tations do not permit of 
the manager being en- 
thused into a large sudden 
commitment by a group 
of local boosters, but if 
he seriously believes the 
proposal will get by an 
unimpassioned banking 
judgment, he is at liberty 
to get into touch with his 
head office by wire. Or 
in fact to make the ad- 
vance at once, although, 
having regard to the safety 
of his own career and the 
fact that worth-having 
borrowers do not admire 
a manager who is stam- 
peded into a favorable 
decision, the Canadian 
manager’s wiser course is 
obvious. 

I have, when new to 
a district, loaned $2,500 
to $7,500 to men I had 
not known a quarter of 
an hour previously, and 
have had an Authorized 


_-_ 


Credit established in ten minutes. 
Comparing this with the up-state 
cashier who refused to cash my check 
for $35 (not because he had any idea 
that it was bad but that he confessed 
fear of his directors’ criticism) the shoe 
would seem to be on the other foot. 


N some respects we have greater 
freedom, as for example we need never 
consider the size of a loan in respect 
to the capital of the bank. There is 
nothing but custom to prevent our 
smallest branch from making the 
biggest loan. In twenty years’ experi- 
ence I cannot recall a head office taking 
exception to the rate of exchange or in 
fact to any other rate I had elected to 
charge a customer. The managers are 
entirely free to make special rates or 
concessions —although the inspector 
will offer his experience and advice as 
to successful rules elsewhere —and even 
the very important item of rates of 
interest is named by the manager 
except perhaps in very well recognized 
classes of advances. 
But just here I have a personal word 
of approval for what is in some locali- 
ties an American custom, and which is 





Coal for the prairies of Canada. The machine, at the docks in Buffalo, lifts 


railroad cars and empties them into lake steamers 
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probably not generally approved even 
in the United States. 

A merchant, promoter or speculator 
requests an exceptional loan, for a deal 
on which he expects to clean up a big 
profit. The cashier realizes that it is 
legitimate enterprise and fairly certain 
of success, but that making the advance 
involves a lot of trouble, investigation 
or formality, that it cannot be sup- 
ported by bankable security and that 
it may very possibly drag. The $18.60 
to be earned as interest at 8 per cent 
is not attractive, so he says, ““You may 
have the money but it’ll cost you $100.” 

In our own prairie districts there 
exists legal formality for making such 
advances as seed grain loans, but the 
formalities connected with the deal 
are such as to render it unprofitable, 
and it would seem that, rather than 
decline such business, a mutually satis- 
factory arrangement could be arrived 
at for imposition of a substantial serv- 
ice charge. To farmers the requirement 
of keeping a percentage of the ad- 
vance on free deposit would not appeal. 

The objections to loan service charges 
are too obvious to mention, but in the 
hands of a seasoned banker a number 
of such short term loans 
may mean just the differ- 
ence between running his 
bank at a loss or a profit. It 
is of course to be taken for 
granted that only a small 
proportion of the loans 
would ever be thus at risk. 
In Canada it is a general 
rule that unless a loan is a 
good investment at 8 per 
cent, itis inadmissible. We 
make fewer losses than the 
United States banks, but 
which of us makes the 
bigger profits? 

Somebody says that a 
bank accepting large fees 
would suffer in reputation, 
but even here there is 
another side. How many 
potentially valuable clients 
would be drawn to the 
banker who can meet the 
honest commercial adven- 
turer at a price. 

To get back to my title, 
the best protection for any 
banker is his own and other 
people’s experience. If he 
keeps the dead crows of 
past years prominently in 
view, the vultures of today 
will be scared off. Except 
that, in a unit bank, the 
money-lender’s experience 
of the past may be merely 
his own,: whereas in the 
branch system we have ac- 
cess to a wonderful collec- 
tion of dead crows gathered 
from ocean to ocean and 
even from overseas. 
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est They Forget — 


Where There’s No Will 
There’s a Way for Trouble 


By B. A. Morton 


Vice-president Central Union Trust Company, 
New York City 


ful mood, was contemplating his 

bank balance, a memorandum con- 
taining a list of his investments, his life 
insurance policies and various other 
data, and wondering if he shouldn’t 
make a will. 

His estate was not large, yet he had 
certain definite ideas as to its disposi- 
tion. He didn’t like the thought of 
enabling his wife’s relatives to spend 
any part of his money, and he didn’t 
want his widow to throw away, or lose 
through unwise speculation, the prop- 
erty and cash that he had gathered 
together with considerable difficulty. 
But he told himself, as many others do, 
there was no hurry; he was in good 
health and would attend to the matter 
later on. However, being a fairly 
typical business man, he procrastinated 
until it was too late, and his surviving 
kin are now quarreling over the estate. 

As a matter of policy, everyone 
having anything at all to pass along, 
should make a will, and in the light of 
a good many years experience I feel 
safe in saying that the smaller the 
estate the more necessary a will. A 
will obviates a good many expenses 
incidental to the probating require- 
ments, including the cost of a bond to 
cover the executor or administrator, 
and minimizes delay in settling an 
estate —provided the document has 
been properly drawn and executed. 


Jour Any Mann, being in thought- 


Tis important, however, that thedraw- 
ing and execution of a will should 
be accurate. Many a man has made 
his will as carelessly as he has bought 
his clothes; that is to say, he has gone 
to a lawyer and told him he wanted to 
have his will drawn. Under such cir- 
cumstances the attorney is likely to 
use a conventional form without really 
knowing enough of the facts as to a 
man’s property and his personal and 
business problems. Very often the 
conventional way is haphazard, for the 
preparation of a will requires serious 
taought, considering and providing for 
every possible contingency. It is too 
late to make changes when death 
makes a will operative. 


There is a widespread superstition 
that the act of making a will hastens 
one’s death. I believe, on the contrary, 
that the persons who are prudent 
enough to arrange for the disposition 
of their possessions after they are gone, 
are likewise prudent and careful in 
other respects, and usually “carry on’”’ 
for more years than do their less far- 
sighted brothers and sisters. 

No one should rely solely on his 
lawyer in drawing up his will, but 
should discuss it with his family and 
those qualified to advise him, and as an 
adviser a trust company official, ex- 
perienced in carrying out the terms of 
a will is of the utmost value. 

I remember the case of a _ parsi- 
monious man of considerable wealth 
who, to save a few dollars, drew his 
own will, copying a document he saw 
in a newspaper and modifying it to 
suit his own requirements as he con- 
ceived them. The resultant document 
was so obscure, however, that it has 
already cost the estate more than 
$100,000 in legal fees to have it inter- 
preted, and it is still in litigation. 

Another instance had to do with a 
millionaire who left a will which pro- 
vided certain relatives with life in- 
comes and then stated that the residue 
of the estate was to be “‘paidto....... 
aces aie ” He forgot to fill in the blank 
space. Nobody will ever know what 
he intended to do with his property. 

Another man, married, but without 
children, made a will bequeathing his 
entire estate to his widow. The docu- 
ment was witnessed by two men in his 
office, but when the time came for pro- 
bating the instrument, one of the 
witnesses declared that while he re- 
membered attesting some paper for 
the deceased, he did not know at the 
time that it was his will. The result 
was that the document could not be 
probated, and the man was declared to 
have died intestate. As a consequence, 
only half his property went to his 
widow, and his mother and brother 
(who did not need it) received the 
other half. 

People who know nothing of will- 
making do not think of the numerous 
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A\N ENGLISH NAVAL OFFICER 
found himself shipwrecked. He remembered he 
had not made his will, so he proceeded to cut it 
with a Jack-Knife on a plank saved from the 
wreckage. Later it was admitted by the English 
Probate Court—and its provisions carried out. 

Some need a catastrophe to To make certain that the 
shock them mto making their provisions of your will shall be 
wills, Others postpone and faithfully handled, have your 
postpone this simple duty un- lawyer write in the name of this 
til too late. Company as Executor. 

‘Why deny yourself the priv- ‘ - 
ilege of deciding who shall re- Them, if you. with, you can 
ceive the property you spent ® velope and leave it it our safe 
life in building up? heapiag without charge. 

By all means make your will 
Please feel free to come in 
it. Home-made wills are a and talk this over, and ask us 
fruitful source of trouble to questions. It is our business to 

i answer them. 


one’s heirs. 
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Company 
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provisions that should be embodied in 
a will to cover contingencies. I recall 
the last testament of a rich man who 
had gathered together during the 
course of the years a valuable collection 
of books and paintings. He made no 
provision for their disposition and care 
after his death, although it was gen- 
erally known that he intended to 
bequeath the collection to an educa- 
tional institution. 


N the other hand, I believe that in 
bequeathing property, it is a mis- 
take to restrict disposition of it too nar- 
rowly by complications in the terms of 
a will or trust, or by restrictions of the 
sale or purchase of securities. It is 
very difficult to foresee the result of 
restriction on sales of securities or re- 
investment over a long period of time. 
It has been my experience that when 

a man restricts the investment of his 
money or property too greatly, it is 
because he is “‘sold’”’ on a certain type 
of security or on real estate, and fears 
that his executor may not think so 
highly of it. Consider, for example, 
one who believes strongly in New York 
City realty. Even in New York, real 
property does not advance in value in 
all parts of the city, due to neighbor- 
hood deterioration and other changes 
affecting values. It may, in fact, de- 
preciate seriously. There is, for in- 
stance, a store property near a ferry. 
It was worth perhaps $50,000 until a 
bridge superseded the water transport 
and the long approach of the span 
shifted the stream of traffic a quarter 
of a mile away. Usually the value of 
a building in such circumstances would 
decline greatly and the rent would have 
to be lowered in order to keep a tenant, 
because trade would fall off. Here 
again is a place where expert advice 


(Continue! on page 34) 
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(SSCAPE 
the H ront 
— Door 


How the Country 
Cashier Ekes Out 


By Fred Copeland 


Y FRIENDS, in the ancient 
city of Utica (Africa), once 
buried, now dug up, there was 


found a grave stone with this in- 
scription: 


HE LIVED AS LONG AS HE 
COULD 


This password has never been carved 
on any other object on this earth or 
. used in any lodge room or night club, 
so far as can be learned from literary 
works up to and including the first 
Roman excursion on the Nile. How- 
ever, there has been so much squalling 
about training yourself to the last 
breath for others, one suspects that 
the slave who left word to use the above 
epitaph must have worked in a bank 
and, just as time laid him low, blew 
out an intellectual flue and fetched 
a peephole in his roof. 

Well, do you know? day before 
yesterday I saw this same slave. 
He had come back to the earth again. 
I talked with him and for the thou- 
sandth time learned an old banking 
truth which ought to be dragged out 
and inspected more often than it is. 

The slave appeared to me at 9:30 
a.m. in the form of a small, wizened 
bond salesman who looked as though 
he had lived for a long period under- 
ground or in a bank. But now his 
face, though still wasted by the ordeal, 
was ruddy. It shone with hope. And 
he was not in a hurry. 

“I just want to get acquainted .. . 
I’ve never been here before,”’ he said. 

“Come on in and sit down,” I 
warbled, dropping the _ letter-opener 
and pouring on the old wrist the morn- 
ing’s dose of witch hazel. 

“Have to husk a lot of ‘em this 
morning?” he asked feelingly. 

“Ninety-six ... eighty-nine were 
bond circulars.” 


b 
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“IT know. I was in a bank for thirty 
years; I’m a bond salesman now.” 

It was his age and the sympathy in 
his eye and face that kept me from 
opening the sales-resistance spigot in 
my brain. Here was someone who 
understood. And here was a bond 
salesman who was not an ex-senior 
hailing out of the University of the 
United States. 

“Thirty years!! 
bank thirty years!’ 

“Yes, thirty years was enough. I 
made up my mind I wanted to walk 
around in the sunshine for the last 
few, so I went into bonds.” 

“You like it better?” 


His face lighted like a_ northern 

dawn. Tears almost shone in his 
old blue eyes. “‘Yes,”’ he said, “I’m free 
at last from the awful mess of detail 
of a country bank.” 

I knew what he meant for I had had 
twenty years of it, and I had talked 
with many others, one-time bank men, 
who changed occupations late in life 
for the same reason. 

Every country bank man slowly but 
surely becomes aware of the frozen 
fact that variety is not only the spice 
of life, but a necessity. Sooner or 
later he knows he must do something 
about it. Monotony, acting exactly 
like a slowly given poison, alarms him 
at last and urges him to scan the future 
horizon anxiously for an avenue of 
escape when his fading vitality of later 
years insists on more sunshine. 

I can already see that splintered tie 
on the rickety trestle of life where I am 
convinced by the claw marks, many 
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long time under- 
ground or in a bank 





bank men dropped at this spot the 
dismal little tasks of country bank 
routine. It can be done. How? On 
the country cashier’s salary? 

My friends, let me take you by the 
hand and lead you under the cedars of 
Lebanon: It is easier to sit on an 
African anthill and pull the eyetooth 
of a live lion with a pair of whisker 
tweezers, than it is to gain emancipa- 
tion from a country bank on a cashier’s 
salary. 

By asking every man of knowledge 
on the matter, I have, over the last 
fifteen years, pried unwilling answers 
from enough of them so that I am 
convinced that the village cashier’s 
salary ranges from $2,400 to $2,800. 
Always an ignorant board of directors 
will endeavor to hire a cashier for less 
than the minimum salary of $2,400, 
but a directorate that is modera 
enough not to invite the criticism of the 
Comptroller of the Currency, who 
realizes that an underpaid cashier is 
under temptation, will pay its cashier 
more than the maximum salary of 
$2,800. 

All you can hope to do on $2,600 
is to keep going far into the years 
till something clicks, the old heart 
stops and the lights go out. 

The modern Moses is now going to 
attempt to show you how $2,600 is 
today being made into $3,600 or 
better; how you can still straddle the 
old job with a dog muzzle in one hand 
and a spy glass in the other; and how 
you can fall off after a certain time 
without breaking your neck. 

Roughly one-half of the trick }s 
making the $2,600 become $3,600. For 
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if you don’t stack up $25,000'by the 
time you are fifty-five, you might as 
well be roosting on the North Pole 
without a pinfeather. The extra 
$1,000 or better per year, which you 
require to build up the $25,000 
between the ages of thirty-five and 
fifty-five, will have to be in some side 
line that will not offend your directors 
or they will throw you through the 
transom. You can depend upon it as 
you would upon the Rock of Ages that 
they will not pay money even to a 
genuine angel with full harp and wing 
kit who is making money on the side 
at the same game any of them are in. 
Sometimes they will harpoon you even 
if you are working some game they 
are not in, so you will have to play up 
and down the bank board till you can 
see how much it will bend. 

In proof of this, I remember a bank 
acquaintance who was working the 
bond selling game on the side. But the 
directors got jealous and claimed he 
was diverting funds which might come 
into the bank for deposit. As a matter 
of fact, he was not; he was merely 
working on the community’s “‘float”’ 
of funds always seeking higher than 
bank interest. Someone would get it. 
Why not he? It was explained to 
them. No use. He was too busy. 
You can bet he was. While it lasted 
there were some weeks he made more 
than they gave him in three months. 

Nevertheless, the best bet for a side 
line to hook in that extra $1,000 is the 
selling game. If you choose with care, 
it can be done. It is being done, and 
without offense. The bank position 
itself is a perfect background for it. 
You know where every dollar lies in the 
community, and you know when a 
customer is in funds. Moreover, a 
customer has confidence in buying 
from a bank man. 

The most ancient and long-suffering 
thing bank men have sold is insurance 
in some one of 
the million vari- 
eties. You can bet 
without fear of 
loss that if there 
was a bank man 
on the Ark, he 
stood on the gang- 
plank selling in- 
surance when the 
passengers came 
on board. If none 
of the gentlemen 
who hire you is 
mixed in insur- 
ance selling, you 
are really lucky. 
There is nothing 
easier on the 
nerves than sell- 
ing insurance. In 
the game of selling 
securities, a bond 
may sour; the best 
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bond houses have seen it happen. 
That would be bad while you are still 
an officer of the bank. But insurance 
drags no tail with a stinger in it, and 
it does have a profit of about 3314 per 
cent of the first premium. Somehow 
that word “‘first’? makes the heart beat. 


[F there was a second bank man on 

the Ark, he was out looking around 
after the dove came back with what is 
now thought to have been a fist full of 
mint and a road map of Canada —you 
remember Noah died a _ drunkard. 
Real estate, however, is for the man 
with a real estate slant in his make-up. 
He must be just a bit different to be 
successful, like a cat with seven toes 
having seven hooks in them. Either 
as a side line or a steady job, it works 
safest merely to bring buyer and seller 
together and take the commission. If 
you buy for a rise, sooner or later there 
is certain to be someone back in the 
mulberry bushes baling water into the 
spring which supplies water to the 
kitchen when you “look the place 
over.” And yet, real estate is the 
second commonest side line of the 
country banker. 

One of the sweetest little side lines 
with which I ever fanned my fevered 
pocket book, was the check-protector 
game. I had been floating around in a 
selling doldrum for a couple of months 
when a new protector hove in sight; 
new ones always are coming out, you 
know. I decided to grab it by the neck 
and stab in the dark. It was awful the 
way the money flowed. I put them on 
Main Street till the agent for the 
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This one looked like a cross between a sausage grinder and 
an old-fashioned foot-warmer. 


But it finally sold for $2 
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territory sat up nights with a hammer 
in each hand boxing them out. Finally 
he laid down his hammers and came 200 
miles with a load of them. There was 
enough fire in his opening remarks to 
start a branch factory on the home 
grounds. He told me I was champeen 
salesman in the territory. Here, 
professor, once on the cymbals! Quick, 
boy! the spot!! 

Of course the thing pinched out at 
last. But in pinching out, I took in 
some second-hand machines so old 
they must have got mixed by accident 
in a consignment of iron tomahawks to 
Samuel Champlain when he was work- 
ing the Indians. I gathered all the 
old protectors together, one bank 
holiday, and took them to a neighbor- 
ing town and shed them —all save one. 
This one looked like a cross between 
a sausage grinder and an old-fashioned 
foot-warmer. But it finally sold for $2. 
With this last sale the campaign closed 
and I tucked a fine little 6 per cent 
bond down in the old powder pouch. 

A game of this kind is ideal because 
it looks so small it doesn’t antagonize 
the gentlemen of the board. I even 
had one of the protectors on display 
in the bank window on Saturday 
nights with red and blue lights over 
it, along with samples of the work she 
would do; and yet, not a growl out of 
the gentlemen of the board. 

With only one hour a day devoted to 
the side line, and the very same sort of 
success others are having in climbing 
over and crawling around the obstacles 
which are common on the path of the 
little country bank man, the $25,000 
becomes a reality. 
If invested with 
the wisdom your 
training has 
brought you, it 
will give from 
$125 to $150 a 
month with Gib- 
raltar-like safety. 
In the country, 
you can meet the 
necessities of life 
on $150, and this 
little monthly sum 
will allow you to 
cut off forever 
from the dismal 
detail of the 
country bank. 
You are free. 
Your time is now 
wholly your own 
to go into that 
thing you are in- 
tensely interested 
in but never could 
risk before. In 
other words, we 
are ready to face 
the solving of the 
second half of the 
trick, for it is not 
(Continued on page 44) 
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SING window displays, divided 
| | into classes by subjects, a bank 

may determine in advance the 
relative pulling power of each. A 
study of the United States National 
Bank, Denver, instituted by Allan Her- 
rick, publicity manager, over a period 
of twenty months, furnishes conclusive 
figures. The study itself was based on 
preliminary findings in Mr. Herrick’s 
extensive previous experience. 

Coins and currency are far in the 
lead of any other banking subject in 
appeal to public attention. Next comes 
safekeeping of valuables. Third in 
attention-value is household budget- 
ing. Next, in order, are the wills of 
- famous people, aids to thrift, and the 
savings methods of famous men. 

Here is the comparison table: 

Coins and currency 90 
Safekeeping of valuables 53 
Household budget figures 43 
Wills of famous people 4] 
Aids to thrift 35 
How famous men saved 34 

The value of survey findings is de- 
termined by the conditions of the 
survey. The method of the United 
States National Bank can be com- 
mended as scientific and accurate. 

The bank has three display windows. 
These are of the most modern design, 
in conformity with findings of a nation- 
wide investigation. Ordinarily, each 
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Results Predetermined 
by Clocking the Crowds 


By John T. Bartlett 
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window has a new display once a week. 
The average cost of displays is in the 
neighborhood of $5 each. 

Mr. Herrick had several years experi- 
ence with window displays in a banking 
institution which was absorbed by the 
United States National Bank. In 
general, he was already familiar with 
what would pull and what would not, 
in bank windows. One idea, the basic 
value of which he had predetermined, 
was the series—a window subject 
which could be promoted by means of 
a group of displays, of the same general 
nature, appearing at intervals. The 
findings of the study in relative appeal 
were based on a series of displays given 
to each subject. 


S Mr. Herrick personally installed 
every display, he readily arrived at 
a constant for preparation. Of course, 
the quality of individual displays varied 
in each series, but the length of the 
series allotted to each subject evened 
up these inequalities which therefore 
did not affect the results either way. 
The use of basic display ideas of proven 
effectiveness, insured uniformity of 
treatment of all subjects. These ideas 
included visualization by liberal use of 
objects and pictures. In size and con- 
struction, the bank display windows 
are identical. Each subject was given 
an even break in window location. 
Displays were 





checked by ‘“clock- 

















ing’ each for one 
hour. Mr. Herrick’s 
practice is to stand 
on the opposite side 
of the street, and 
count the number 
of people stopped by 
each display —all 
who pause and look 
into the window. 
Those people who 
glance at the win- 
dow without stop- 
ping are not counted. 

The hour is in the 
middle of the day, 


























thus averaging the 


sidewalk traffic. In the tabulation 
given, the figures represent the average 
number stopped per hour by each class 
of display. Mr. Herrick eliminated 
from consideration certain abnormal 
displays. These included displays 
that were failures and certain ones 
that were phenomenal in results. 

“Our study shows,” he said, “‘that 
the public is interested first of all in 
money itself. Next, it is interested in 
safeguarding money and other valu- 
ables. Third, it is interested in house- 
hold budgeting. 

“In our displays of coins and cur 
rency, we included replicas of ancient 
and curious money. Again we featured 
replicas of odd savings banks. The 
most successful money display we ever 
had was one showing how we sign 
national bank notes here in the bank. 
The first bank note we ever issued was 
prominent in the exhibit. This display 
ran through two weeks with un- 
diminished interest, stopping an aver- 
age of 300 an hour. 

“Three hundred people stopped dur- 
ing an hour means a crowd all the 
time. At our location, an audience o! 
thirty-five or forty per hour makes an 
impression. When, however, the num- 
ber reaches sixty or more people, they 
may be opened in front of the display 
in groups. Eighty an hour means smal! 
crowds continuously. 

“On the average, we stop about 2 
per cent of our sidewalk traffic. The 
record window I have mentioned 
stopped about 15 percent. An average 
of 25,000 people pass our bank daily. 

“We have had opportunity to ob- 
serve the evidence of the public interest 
in famous men and women —suflficiently 
conclusive to convince us that, in 
window display, the use of personalities 
in one way or another is absolutely 
essential. ‘The subject of wills illus- 
trates the point. It is difficult to get 
attention for a window on wills unless 
we associate it with the name of & 
famous person. 

We also use famous men, in pictures 
and quotations, to sell savings. 

“In general, we find that statesmen 























t Z 
rhe 
ned 
“age 
ily. 
ob- 
rest 
ntly 
in 
ities 
tely 
llus- 
get 
iless 
of a 


ures 


men 




















CLEARING HOUSE 





only 26. Columbus 

















attracted only 26 an 
hour, and Lord Nelson 
33. Here are some 
figures, taken hap- 
hazard: 

“Hoover and Smith, 
in one display, 38; 
Thomas Lipton, 48; 
Pat Crowley, of the 
New York Central, 
36; George Ade (bad 
weather), 34; Zane 
Grey, 35; Edison, 51; 
Caruso, 50; Florence 
Nightingale, 32; 

















Dolly Madison, 52.” 








get less attention than business men. 
Famous authors rate very high. The 
will of James Oliver Curwood, popular 
writer of outdoor fiction, drew 54 an 
hour, and the will of Judge Gary drew 


Window display is 
the logical medium for 
distributing the bank’s literature. The 
United States National Bank keeps a 
record of results of all displays which 
offer a piece of advertising free. It isa 
barometer of public interest in the 
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various services of the bank, and also 
of the public interest in styles of 
advertising. 

A special folder and chart, ‘‘Law of 
Descent,’’ promoted by a window dis- 
play, in one week induced 556 persons 
to enter and ask jor it. The following 
record of inquiries for other pieces is 
also for one week unless otherwise 
specified : 

Security records, 42; community 
chest bank, 80; calculators, 150; house- 
hold budget books, 161; dime-savers, 
575; investments explained, 172; road 
maps, 400; annual statements (3% 
days), 32; doorway banks (3 days), 
170; metal dime savers, 1,325; trust 
booklets, 231; changes in the State 
Banking Act (one afternoon), 22. 

The dime savers, doorway banks 
and community chest banks were all 
savings devices of paper and card- 
board, manufactured inexpensively 
expressly for the bank. 


°forms—and (@attlemen Conform 


Y far the largest percentage of our 
B loans are secured by live stock. 
We have always been careful to 
keep complete and accurate credit data, 
taking a detailed financial statement 
from each borrower at each renewal 
period and maintaining a file on all 
cattle shipments. 

Understanding our policy in this 
respect, the commission houses that 
sell cattle for our customers, nearly 
always send a duplicate account of 
sale. We also keep a memorandum of 
the cattle that our customers buy. 

Thus, with the financial statement 
as a basis and the files on sales and 
purchases, we are enabled to supply 
accurate information to an inspector 
concerning the number and kind of 
cattle that his inspection should verify. 

The form we use, reproduced here, 
is one that I originated —and I know 
of none similar to it anywhere. It is 
the exact size of our note notice and we 
send it, with the notice of note due, to 
each customer whose paper is secured 
by live stock. 

Many farmers habitually neglect to 
appraise their security before coming 
lo the bank to renew, and the banker 
then is obliged to help them remember 
the number and ages of their consider- 
able herds of animals. The form was 
designed to relieve us of some of this 
burden of detail. 

It has. In fact, its instant accept- 
ance and almost universal use by our 
Cuslomers — without any “‘merchandis- 
ing’ on our part except its enclosure 
with the note notice —is a continuous, 


agreeable surprise. Rarely does a 
Customer come in without bringing 


With him the data we have asked for, 


By J. N. Quinn 


Cashier, First National Bank, Hugo, Colo. 


correctly arranged on the form. 
a remarkable time-saver for us. 

Its use, too, has extended further 
than we first intended. Our large 
operators now retain a few of the 
blanks on hand and submit them, to- 
gether with their notes for cattle pur- 
chases, and as such they are the 
memoranda, ready-made, that we need 
for our cattle purchase file. 


It is 
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Besides, the size of the form dupli- 
cates the space provided on the “‘stock- 
man’’ form of financial statement used 
by the Federal Reserve Bank and 
could be used in connection with it. 

Our banking operations extend over 
a broad expanse of cattle country and 
there are times when road conditions 
and weather make it impossible for the 
customer to get to town. Sometimes 
the small form, coupled with the 
regular statement, serves the purpose 
and saves a trip. 
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The general statement and (on the right) live stock inventory made in the exact size of the note notice 
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The average check 
passes through seven- 
teen pairs of hands. 


RDINARY paper cannot serve for bank-notes, for they must resist vigorous use, 
() countless creasings and crumplings, years of handling. The Government had 
to develop a special kind of paper expressly for manufacturing money. 

No more should ordinary papers be used for checks which are also crushed, folded 
and crumpled as they pass through many hands. For this important business need 
The Todd Company has developed a new kind of paper—one highly specialized to 





DISTINGUISH YOUR 


meet the particular demands made upon checks. 

The continued expansion in the use of checks, subjecting them to wider circulation 
aud multiplied handling, has emphasized the need for a stronger, more durable, more 
lasting check paper. The average check nowadays travels through seventeen pairs 
of hands to and through the bank. 





Bankers’ Supply Division, THE TODD COMPANY, 1186 University Avenue, Rochester, N. Y. $89 


State and 60th Sts., Chicago, Ill.; 33 Thirty-fourth St., Brooklyn, N. Y.; 1200 Lawrence St., Denver, Col.; 2021 
| Jackson St., Dallas, Texas. (Address nearest office.) 


Send me more information about Super-Safety Checks made of the new Super-Safety Paper. 
Name of Bank 
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The life that checks lead demanded 
HIENTIRELY NEW KIND OF CHECK PAPER 


The first 


er devised expressly for check purposes 


Today the requirements of an ideal check paper have become: 


Foldability. The new Super-Safety 
Paper has extraordinary ability to 
resist sharp folding without weak- 
ening. Endurance of this sort is 
five times, or more, greater than 
that of the usual check paper. Here 
is a check paper that will remain 
crisp and fresh through the hardest 
service. 


Long life—the lack of any tendency 
to become brittle with age. The 
new Super-Safety Paper has at 
least seven times the life of ordi- 
nary check paper. Its tough, strong 
character is immune to any change 
for years and years. Checks writ- 
ten on this paper become perma- 
nent, usable records. 





Good writing surface. Ink “takes” 
readily on the smooth, easy-writing ° 
surface of these handsome checks, 
but does not spread laterally. Prac- 
tically no blotting is required. Writ- 
ing is exceptionally clear. Because 
of the small amount of sizing used 
and the long fiber structure of the 
surface, erasure is very difficult 
and is self-exrposing. 


Strength—resistance to wear, tear- 
ing. fraying or mutilation, without 
increased weight. 

As the microphotograph shows, the 
new Super-Safety Paper has very 
long fiber and little sizing, a com- 
bination that gives it toughness, 
resilience, and intrinsic resistance 
against destruction, without con- 
tributing brittleness or bulk. 
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oOmpany has exclusive control 
er-Safety Check Paper. This, 
heck paper, cannot be dupli- 
te else in the world. Two million dollars and 
talready been devoted to research and labora- 
oping this exclusive new paper. The complete 
lifacture is known only to one man. 

‘distinction than ever for the bank that issues 
‘these new, exclusive, moderately priced Super- 
Their handsome colors; their attractive crisp- 
ghtful, velvety writing surface—these are in 
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registers bank-note paper. 


Every bank will be interested in this new Super-Safety 
Paper—the first genuine check paper. The moderate cost is an 
agreeable surprise. All standard check forms are available in 
a choice of six colors. Let us send you samples and a price 
list. Return the coupon to the nearest office. Bankers’ Supply 
Division, The Todd Company, Rochester, Chicago, New York, 


St. Paul, Denver, Dallas. 


THE NEW CHECK PAPER 
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themselves qualities that impress prospective 
depositors in your bank. And there is, too, 
the important service of protection Super- 
Safety Checks render by exposing an attempt 
at erasure. Never sold in blank. Every Super- 
Safety Check is registered as the Government 
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On the left is the bank’s representative come to address a 100 per cent room 


What Initiative Will Do Toward Enlisting 
All Interests in the Promotion of Thrift 


ANY banks have made a good 

showing in thrift educational 

work. In some communities it 
is comparatively easy. But in most 
instances, the school savings system 
drags unless it is taken in hand by the 
bank and pushed vigorously. 

For example, Linden, New Jersey. 

Although the educational thrift plan 
operated in the schools there by the 
Linden National Bank & Trust Com- 
pany had been going for some time, il 
wasn’t a tremendous success. In a 
community generally prosperous and 
composed of a class of people regarded 
as thrifty, barely 20 per cent of the 
school children were regular savers —a 
proportion probably typical of hun- 
dreds of similar places. 

In most communities the size of 
Linden—with a population of 21,000 
with about 5,000 school children en- 
rolled —the educational thrift work is 
handled by only one bank. But in 
Linden it was divided between two 
banks, on which basis the Linden 
National Bank & Trust Company was 
allotted six of the schools. 

The trouble there, as in most other 
places where school thrift lags, was 
lack of co-operation, organization, and 
intelligent direction. The schools, left 
to themselves, don’t usually make 
much of it, even though the bank pro- 
vides the necessary mechanical equip- 


By Dirk P. De Young 


ment and promotes thrift in the ordi- 
nary, more or less perfunctory way. 

The first step in the stepping up 
process there, was assignment of a 
member of the bank’s staff to school 
savings work, with instructions to 
formulate a program of stimulation 
and personally direct the campaign for 
increasing school deposits. The second 
step was an appeal for co-operation, 
outside —such as more help from the 
teachers, more interest among the 
school children, the parents, and, 
finally, the local press. To enlist all 
of these interests, it was of course 
necessary to convince them that what 
the bank was trying to do was for 
everybody’s good. 


LOCAL newspaper was induced to 
run editorials on the importance of 
educational thrift to the community, 
special stories about the standings of 
the various schools in a contest, as well 
as a weekly column on school thrift, 
by the bank, showing the actual re- 
sults for each banking day in the 
schools. Although the average editor 
usually is public-spirited enough to 
devote a good deal of space to such 
propaganda, the bank pointed out the 
benefit in increased circulation that 


4 


would accrue to the newspaper that 
co-operated generously. The schoo! 
children’s interest in the contest alone 
would sell in almost every home the 
paper that carried the most school 
savings news. 

With a similar recital of the mutual 
advantages, the bank soon elicited the 
support of the teachers —for obviously. 
inculcation of the habit of regular sav- 
ing facilitates the training of the child 
in other directions. Besides, in the 
process of endeavoring to induce the 
child to bring in savings regularly, the 
teacher acquires more of its home 
background — which, in itself, is helpful 
in her work. 

The contest comprised the rough 
framework, rather than the founda- 
tion, of the plan of campaign. In other 
words, it formed the peg on which to 
hang the broader aspects of the cam- 
paign, the publicity feature of it and 
the individual work. Other banks 
have relied entirely on a contest, bul 
with much less ullimate success. 

Rating the different rooms in each 
school and the different schools in the 
aggregate on a basis of 1.000, a pertecl 
score, the bank presented a_ small 
banner Lo the room attaining a pertecl 
score —one in which all the children 


make a deposit on the banking day - 
and a larger banner to the school that 
obtains 1.000 in all of its rooms, the 








Ss 


hal 
oo! 
one 
the 


ool 


ual 
the 
sly, 
aAV- 
hild 
the 
the 
the 
yme 
pful 


ugh 
\da- 
ther 
) to 
am- 
and 
inks 
bul 


rach 
the 
tect 
mall 
fect 
lren 
lV - 
thal 
the 


CLEARING 


HOUSE 











fer Economical Transportation 


The 
Outstanding Chevrolet 


of Chevrolet History 
- a Six in the price range of the four | 


Never before has there been such a car 
as The Outstanding Chevrolet of Chev- 
rolet History! Powered by a sensational 
new six-cylinder valve-in-head motor... 
offering magnificent new bodies by Fisher 
... available at amazingly low prices ... 
and so economical that it provides an 
average of better than 20 miles to the gallon 


of gasoline—it stands out as the greatest 
value ever offered in any automobile. 
Coming at the close of Chevrolet's great- 
est year, this sensational car places the 
Chevrolet dealer in an enviable commer- 
cial position—makes him, by every 
standard of comparison, an unusually 
valuable merchant in any community. 


The Roadster, $525; The Phaeton, $525; The Coach, $595; The Coupe, $595; The Sed zn, $675; 
The Sport Casriolet, $695; The Convertible Landau, $725. All pricesf. o. b. Flint, Michigan. 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 
Division of General Motors Corporation 
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banners being retained as long as the 
perfect score is maintained. In addi- 
tion, small cash prizes will be awarded 
at the end of the school year to the 
separate schools and the separate 
rooms in each school making the best 
showing throughout the year. As a 
further inducement to school savings, 
as soon as the depositor’s account 
amounts to $5, it is transferred to the 
regular savings department of the 
bank where it draws 4 per cent interest. 
In many banks the school thrift 
accounts are continued in the school 
savings department indefinitely, draw- 
ing only 2 per cent—which, in the 
opinion of the Linden bank, is one of 
the reasons why parents ordinarily are 
not so enthusiastic about their chil- 
dren’s school thrift. 


| ELYING on the contest features to 

stimulate friendly rivalry between 
the children and teachers of the different 
rooms and the principals of the six 
different schools, with publication of 
the results every week, the bank then 
arranged with the principals of the 
different schools to permit its repre- 
sentatives to make short talks, first in 
general assemblies, second to teachers 
separately or in groups, and later to 
the children in the separate rooms. 
These talks emphasized the importance 
of saving —not for hoarding, but for a 
useful present purpose. The appeal 
was for regularity of saving small 
amounts, not for large deposits or in- 
creased quotas. The speaking program 
comprised about fifty talks over a 
period of two months —all very short 
and usually in the morning at con- 
venient hours. 

Supplementing the talks, reprints of 
stories about the contest appearing in 
the newspaper, together with reprints 
of the school thrift column conducted 
by the bank, were given to each 
teacher to send home with each pupil. 
When results weren’t up to expecta- 
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The letter to parents and the form of reprints from the newspaper 


tions, the bank prepared a special letter 
for the principals to sign and send to 
homes urging the parents to co-operate 
in bringing the schools their children 
attended up to desired score. Although 
in the beginning, some of the principals 
and teachers were skeptical, their 
doubts vanished and their full co- 
operation was assured as soon as 
sufficient time had elapsed to observe 
the effectiveness, the force, of the 
three-fold drive —the work of the news- 
paper, the personal work of the bank’s 
representative, and the influence of 
the teachers with the children. 

In the first week of the contest one 
room in a school made a score of 1.000, 
which it has maintained ever since —as 
has also every other room after it got 
a perfect score. The average percent- 


age was raised in nearly all the others. 
In rapid succession others fell in line. 


In line also—sixty-one little fellows of the kindergarten 


Soon thereafter, one of the schools, 
with sixteen rooms, marked up 1.000, a 
record also maintained. Now three of 
the six schools are showing a perfect 
depositing record every week, while 
thirty-six of the total eighty-one rooms 
reported 1.000 the last week before this 
was written, and nearly all the others 
were gaining substantially. 

In one room, a kindergarten teacher 
brought her entire class of sixty-one 
littlest children into the front ranks of 
the scoring. 

The percentage of the three schools 
which had not yet attained a perfect 
score at this writing rank .758, 692 
and .568 in the order of their showing. 
but the actual gain in some of them, it 
should be explained, has been greater 
than in those making the perfect show- 
ing, since they started from a lower 
level. One of them, for example, had a 
standing of only .088 at the 
beginning of the school year, 
while now it has .758, a re- 
markable gain. In one ol 
the rooms in that school. 
only 21 per cent of the 
children were making de- 
posits, whereas it now shows 
72 per cent. The weekly 
receipts from all the schools 
are now 800 per cent greater 
than last year, while new 
accounts came in at the rate 
of from 150 to 200 weekly 
during the early stages ol 
the drive. 

In accepting these per- 
centage increases, it should 
be remembered that they 
are based on the percentage 
of children depositing regu- 
larly, rather than on the 
percentage of accounts 


(Continued on page 32) 
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Another fast-growing bank 


gains practical beauty with Art Metal 
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An interior of tasteful and 
dignified beauty. The main 
banking room of the Univer- 
sity National Bank, Seattle, 
Washington, reflects the secu- 
rity of the institution. Art 
Metal equipment helps sell 
banking service in hundreds 
of such fast-growing banks 
throughout the country. 


P 


Behind the cages in the Uni- 
versity National Bank. Steel 
counters, cage fittings, parti- 
tions, revolving card cases 
and steel furniture were all 
supplied by Art Metal. 
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the for growing banks! cal... An Art Metal installation highly specialized needs of banks. 
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fie progressive banks throughout the When additional business’ entire new building or just an 
the country, the University National makes new or larger quarters addition to your present quarters, 
de- Bank of Seattle, Washington, is necessary, the original equipment an Art Metal expert can render 
ows Art Metal-equipped. need not be scrapped. No matter you valuable service. A meeting 
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The Walls a Gallery 
—Business as Usual 


By Fred B. Barton 


DON’T know how it is with other 

people, but for myself I’m tired of 

stores and hotels and_ business 
houses that have nothing to sell but 
brick and mortar. 

You know how some places are — 
hotels, for instance, when they’re spick 
and span and painfully new. Probably 
the snooty young clerk behind the 
counter isn’t even polite; thinks he 
doesn’t have to be, as long as the 
crowd hunts out the newest place in 
town anyway. 

On a recent trip through eleven 
‘astern and southern cities I hunted 
out some of the secondary hotels that 
weren't quite so new and shiny, and 
say! such a difference in the welcome 
you get! Sometimes the dining-room 
didn’t have quite so many ferns and 
so much marble, but the food would be 
better and the service quick and 
friendly. Sometimes the elevators 
weren't quite so tony, but there’d be 
plenty of writing paper in the desk 


and full-length bath-towels in the 
rack. 
“Isn’t it interesting,” I thought, 


“that when an organization realizes it 
has a natural handicap to overcome, it 
works just a little harder to make the 
customer forget that handicap and to 
feel at home! Anybody, it seems, can 
make a go of a brand-new hotel build- 
ing, but it takes work and sincerity 
and a faithful organization to draw 
trade to a hotel on a side street or an 
out-of-the-way corner.” 

This may or may not apply to banks. 
But for myself, I’m going to pass by 
some of the grand, new, shiny and 
magnificent banks in their marvellous 
new buildings and see how some of the 
old-timers are getting along in build- 
ings that aren’t modern but are 
cramped. 


Over in Fort Wayne, Indiana, for 
instance, I found myself looking into 


the show windows of the Tri-State 
Loan and Trust Company—a big 


downtown bank, occupying its own 
building, but obviously cramped for 
space. I went in and met the adver- 
lising manager of the bank — Wayne L. 
Thieme, by name. 

The Tri-State, he told me, has made 
an outstanding success in the mortgage 
loan business, both in itself and 
through its associated bank, the First 
Joint Stock Land Bank. The total 
resources of the two banks exceed 
$33,000,C00. 

The Tri-State has only recently really 
gone after commercial accounts, al- 
though it has (I am told) more than a 
million dollars of commercial business 
now on its books. No service charge 
is made on small balances, in spite of 
other local banks having their service 
charge. Why? “Because,” answered 
Mr. Thieme, ““when we make a mortgage 
loan, we consider that everything else 
is secondary and is part of the business 
courtesy we owe a depositor. 

“If a man arranges a mortgage loan 
here and then later opens a checking 
account with us, we consider that his 
account will probably cost us money 
but that the depositor rightly expects 
us Lo accommodate him. If later on he 
gets a hundred dollars ahead and puts 
it in a savings account here, then we 
begin to get a little benefit from his 
accounts; otherwise it’s merely courtesy 
on our part —just as it would be if we 
lent him five or ten dollars today to 
pay his day’s living expenses.” 

But having determined to open up 
and make itself a bank in the fullest 
sense of the word, the Tri-State takes 
pride in the fact that it offers every type 
of banking service, I learned. 

A counter leaflet tells the 
briefly. 


story 


*“\ Department Store of Banking,” 


BURROUGHS 


THE 





Mr. Wilding 


is the name the Tri-State gives itsell. 
The leaflet lists the services of the 
savings, mortgage loan, safe deposil. 
commercial deposit, contract and col- 
lection, note, bond, insurance and trus| 
departments, and adds further that 
those who want extensive or con- 
tinuous service or want something thal 
can’t be otherwise classified, will be 
welcomed by the bank’s service de- 
partment. Just like a department 
store, to be sure! 


HE bank also features the fact that 

it is a Gold Seal bank, and that it 
is the largest and strongest trust com- 
pany in Indiana outside of Indianapolis. 
The bank also originated and features 
‘the bond that never fails,’’ borrowing 
perhaps the idea of the slogan from the 
famous ad of the Metropolitan Lile 
Insurance Company —“‘the light that 
never fails.” Constant emphasis |» 
placed on the fact that the face amoun| 
of these mortgage bonds—which are 
made in denominations of $500 up, for 
the average buyer—do not exceed 4 
conservative 50 per cent of the 
estimated value of the property and 
that in all the history of the Tri-State 
and its thousands of loans, not one 
cent of principal or interest has ever 
been lost on any of the bank’s bonds. 

Further mention is made of the fact. 
and an important fact, too, that man) 
of the loans made by the Tri-State are 
for new and better homes in Fort 
Wayne, to help make the city more 
permanent, more prosperous and more 
beautiful. 

‘““And yet,” added Mr. Thieme afte! 
he had briefly told me all this, “‘probably 
the most distinctive feature about this 











OD 


0 QI CQO OOOO Oa TOO OT (an fa ST 


(gaat ( 


laa (aa (NY NY aie | GN | aie | ae ae (ae et NY NY 





1s CLEARING HOUSE Thirty-one 


IDANGER | 
a NICE | dai 











“| A Wh D S 
nt VY put a UANGEROIGN 
tha S * P ? 
= on your SAFETY CHECK PAPER: 
é 
ment WHEN you advertise your check and its 
a characteristics so plainly on its surface you 
Sete are making it that much easier for the man 
ba who wants to raise or alter that check. He 
en Write knows how to do it when he knows what the 
m the hilar for paper is and that it depends entirely on a sur- 
or sample ‘book show- face pattern. The obvious is rarely the most 
we lithoureehel ang ~~ Secure. GILBERT SAFETY PAPER has the ap- 
hare printed checks on pearance of plain bond paper of good quality 
hy gilts and is made in white and six attractive colors 
a with both surface colors in the tinted sheets 
ope and chemical reaction to all ink eradicators. 
s evel making it ““THE SAFEST OF SAFETY PAPERS.” 
vg MANUFACTURED BY | 
ate a 
ee GILBERT PAPER COMPANY 
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Is Your Mail Private 
or Public ? 
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Do you send your private confidential mail 
in envelopes that can be “read through’’ by 
anybody from the janitor and office boy on up? 


This country-wide need for a private one- 
piece window envelope is what prompted us 
to develop the new 


= 
Jums-0-_pake 

This one-piece window envelope renders your 
mail absolutely confidential so far as reading 
through it is concerned—it cannot be de- 
ciphered by prying eyes even when holding it 
before a strong light, thus safeguarding your 
customers’ private business transactions with 
your house. 


Let ussend samples and 7 

prices of this wonderful Huns), 

You can then judge for yourself their splendid 
merit. 


Also made in regular envelopes 
without window 


TRANSO ENVELOPE CO. 
3532 N. Kimball, Chicago, III. 







































































































KEEP IT DOWN 
BY SPEEDING UP 


ROV TNE WORK 


STAPLING 


for instance 
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is now completed hours ahead in 
thousands of offices, with Neva-Clog 
Stapling Pliers. You have never used 
anything like them. You can't make 
them clog. Noone can. They have 
withstood every test. Try one in your 
department. Your stationer or we 
will send one on approval. 


NEVA-CLOG PRODUCTS, INC., 636 Water Street 


BRIDGEPORT, CONNECTICUT 







































































bank is the art gallery in our lobby. 
We haven’t the newest bank building 
in the world, but I’ll wager we have 
one of the pleasantest! Let me in- 
troduce you to our president, Mr. 
Charles A. Wilding, who built up this 
art collection and has loaned it to the 
bank.”’ 

A banker with a love for art— 
frankly, I had never met one before. 
So I was sincerely glad to meet Mr. 
Wilding. 

Any man who can make a living 
and at the same time scatter a 
little sunshine through life is a man 
worth honoring. 

Mr. Wilding’s collection numbers 
more than a hundred etchings, oil 
paintings, water-colors and some im- 
pressive bronzes. So closely are they 
hung in the lobby of his bank that very 
little wall space is visible. While you 
are waiting at the paying teller’s 
window, you look over and see a 
powerful painting of a_ half-naked 
boatman pushing courageously against 
his oar. And if you step up to the 
window marked “Loans” you may 
find a lovely lithograph or a water- 
color with feeling and charm smiling 
at you while you put your name on the 
dotted line. 


ITH real enthusiasm, Mr. Wilding 

took me down to the directors’ 
room and showed me a new painting 
which had just arrived, and the frame 
which was waiting for it. He walked 
me through the double lobby —for the 
bank’s rooms surround the passenger 
elevators leading to the business offices 
on floors above. And then he handed 
me a beautiful souvenir booklet which 
lists all these art treasures and pic- 
tures —twenty-four of them—an AIl- 
brecht Durer etching from 1511, an 
etching of Whistler’s, a bronze of Kit 
Carson, the famous statue named 
“Appeal to the Great Spirit,’ and 
others of wide appeal. 

“Students have come here from all 
over the state to see this collection,” 
he told me with pardonable pride. His 
prefatory note in the booklet indicates 


opened by children enrolled, as re- 
ported by the American Bankers As- 
sociation’s summary of school savings. 
Although a number of places where 
school savings is operated report a high 
percentage of accounts, many of them 
may be inactive. In this instance, in 
two months time, the percentage of in- 
creased accounts has been raised from 
40 to above 90, while at the same time, 
the percentage of regular savers has 
been increased from 20 to 85. 

Aside from the direct results, new 
accounts and new savings, the drive 
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Stepping Up School Savings 


(Continued from page 28) 


THE BURROUGHS 


why art mixes so well with banking 
and business: 

Art has a refining influence on the mind 
and character (the booklet reads). For 
this reason civilized communities in all 
ages have fostered and encouraged it. 

A true artist sees beauty in the simplest 
surroundings, the meadows, the harvest 
fields, lakes and marshes, Pennell and 
many others have seen beauty in the busy 
streets and large cities, the construction of 
buildings, bridges and wharfs. It is this 
love of the beautiful that puts a real 
interest in life. 

Collecting etchings is an interesting and 
profitable hobby and can be indulged in by 
those of moderate circumstances. Good 
etchings grow in value and give the owner 
great pleasure. 

The purpose in issuing this catalog is to 
invite you to call and view the works of art. 
On the following pages you will find 
reproductions of some of the bronzes, 
etchings, paintings and a complete list of 
all of the works of art in The Tri-State 
Loan and Trust Co. 


Charles A. Wilding, President. 


Rather different from the average 
bank literature, isn’t it? I could see 
that people would enjoy doing their 
banking in a banking room covered 
with works of art. 

But how about the employees? Did 
they like the pictures or were they a 
trifle bored by them? I asked the 
question, and Mr. Wilding smiled with 
delight as he answered it. 

“We cleaned the walls a while ago 
and took all the pictures down,” he 
said. ‘“‘A good many customers missed 
them, so we put the front pictures up 
quickly, but those in the bookkeeping 
department and some other rooms 
weren’t re-hung quite so quickly, just 
because we were busy and forgot. But 
the girls came to the manager and 
said, “‘Won’t you please hang the 
pictures up again, right away? We 
can’t get our work out so quickly —the 
walls look so cheerless and bare.” 

“It pleased us, of course,” continued 
Mr. Wilding, “‘to find that having this 
collection of art here really helps us get 
out the work. And I’m sure it makes 
our working conditions more pleasant.” 

The catalogue listing Mr. Wilding’s 
collection is named — fittingly enough — 
‘**Treasures.”” 


has served as an excellent means of 
keeping the bank before the public. 
Through its representatives speaking 
frequently at the schools, every child 
in Linden has come to know the insti- 
tution. 

Moreover, the results of the cam- 
paign have stirred up so muca 
local interest that the metropolitan 
newspapers in nearby cities have run 
stories on it, and representatives of 
other banks in neighboring towns have 
gone to see how the stepping up work 
was being done. 
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MESSENGER 
CALENDARS 
Solve your publicity problem 


... and earn increasing 


profits for you! 


banking service. Yet, is it costing you 

too much to get your message into the 
home—to the point of purchase, where 
family groups plan and decide? 

Take advantage of Messenger’s dignified, 
ethical, prestige-buildingmethodofbuilding 
new business. Messenger Calendars serve 
you at a comparatively insignificant cost. 


An Appreciated Necessity 

A calendar is a necessity to the home or 
office. Beautiful Messenger Calendars— 
known everywhere because of our national 
advertising—are appreciated by everyone. 
Hung in a prominent position in the home 
or office, they offer ready reference 365 days 
a year—not only for the owner, butalso for 
his whole family or office staff, and visitors! 

Messenger Calendars—acknowledged 
leaders of the industry because of our pio- 
neering dominance in subject matter, artis- 
try, and printing—cost you about 18c per 
family-reading per year! Think of it—this 
cost is less than 5c per average reader per 
year, based on an average of four members 
to the family. This astoundingly low reader- 
cost amounts only to about one-tenth of 
a mill per reader per day! 

Where else can you get such concen- 
trated, daily reader attention at such terms? 


New Every Month 


Messenger originated the 14-page calendar; 
it has twelve full-color reproductions of 
educational paintings; page size is 944x154 
inches. Every month, a new and interesting 
illustration provides refreshing change. 


Yi: need constant sales effort for your 


MESSEN 
PUBLISHING COMPANY 
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Your imprint on every calendar page means 
constant attention to your message so 
prominently displayed. 


Today there are thousands of Messenger 
reproductions framed in American homes, 
so valued are the full-color illustrations. 
Messenger Calendars have attained a de- 
mand hereto unknown by any similar 
publication. Readers of our national adver- 
tising want to buy our calendars—you can 
give Messenger Calendars to your patrons 
free of charge and profit by the untold 
riches of appreciation which result. People 
like to bank with their friends; they will 
bank with you in appreciation of your gift. 


An Unusual Opportunity 


Notwithstanding the amount or scope of your ad- 
vertising, Messenger Calendars will serve you. Learn 
now of the Messenger proposition—how your cus- 
tomers and deposits can be increased with astound- 
ing rapidity. 


Send now for complete information; write or use 
the coupon below. Remember, Messenger Calendars 
can be your most influential representative—digni- 
fied, constant, inexpensive! A new and profitable 
field of publicity and new business lies open to 
you. Send for details now! 


A few of the many Messenger Calendar subjects 
available. Thrift Calendar (Top) —as instructive as 
novel, illustrates pointed thrift messages as well as 
important dates. 9 Historical Calendar— reviews 
dramatic episodes of our national history; memor- 
able dates appropriately illustrated. Old Master- 
Pieces Cendene valuable collection of reproduc- 
tions of world famous paintings by Whistler, Le 
Brun, Millet, Breton and others. 9Religious Art 
Calendars—inspirational Biblical paintings and 
stories. Sacred Art with daily Scriptural quotations 
in Protestant edition. Church Art for Catholics, 
includes also sacred illustrations for important 
days of ecclesiastic year and notation of all days 
observed by church regulation and devotion. 
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5932-44. Wentworth Ave., Dept. 51, Chicago, II. 


Please send me samples of 1930 Calendars, 
with complete details of your proposition. I 
understand this obligates me in no way. lam 


particularly interested in Name 


O Thrift O Old Masterpieces 
O Historical O Sacred Art (Protestant) 
O Church Art (Catholic) 





Address 
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Lest They Forget 


(Continued from page 17) 


from the real estate manager of an 
institution may save an estate money. 

Sometimes a person will tie up a 
piece of realty because he knows that 
a buyer he does not like is anxious to 
purchase the. property. This is a 
matter of spite, pure and simple, and 
more often than not such a prohibition 
works to the disadvantage of the 
estate. 

The choice of an executor is a 
matter that is often given insufficient 
thought, but comparatively few indi- 
viduals have the experience or dis- 
position to administer an estate to the 
best advantage of all concerned. Many 
men do not wish an executor or trustee 
to learn their business at the expense 
of their estates and therefore name an 
experienced trust company as executor 
or trustee, or as a co-executor. This 
is, of course, desirable for a number of 

reasons. Such an institution offers 
CLEVELAND = SEATTLE financial responsibility, wide knowl- 
HOUSTON EE edge and experience, permanence, ef- 
LOS ANGELES HONOLULU ° . 
cane seiediiies iS ficiency, accuracy, economy and im- 


@_ NEW HAVEN MONTREAL mediate availability. 
NEW YORK PARIS 


as AN institution does not die, and 


make necessary the appointment of 
a new executor, but is always at hand. 
Experienced trust offices can render 
valuable service in building up an 
estate and are in a position to make 
investments more wisely than the 
average individual executor. There 
are also many duties that a trust com- 
pany can perform as a matter of 
routine, that are troublesome or out of 
reach of individuals, and trust com- 
pany administration never occasions 
loss of principal or interest because of 
illness, infirmities of age, absence from 
the city or other contingencies. 
Times and conditions change so 
ae gualiina ond Tork Veokes of % | Vn ege ‘ 4 . quickly that what is a good investment 
William Beal Sons, Architects. Taylor 3 . ni today may be worth little in a few 
— years from now; consequently invest- 
ment counsel must be abreast of the 
times to be of any value. 
If an executor is worth his salt, he 
should be able to make more than the 
expenses of administration, and also 


increase the gross value of an estate by 
MARTELL’S LABOR SAVING SYSTEM wise investment and by saving ex- 
penses. The history of the many 
FOR HANDLING DISCOUNT in age oe ll snony poe a - 
e hands of individual executors indi- 
DEPARTMENT RECORDS cates how necessary it is to have an 
experienced and responsible adminis- 
JUST CLIP THIS AD TO YOUR LETTERHEAD STATING trator at the helm. 

MaMa —=—=—— °°" ™~ Last, but not least, a will that has 
been drawn and signed by the maker 
and his witnesses, should be carefully 
A. E. MARTELL COMPANY deposited with the executor or trust 
company, as it sometimes happens that 
Lepcer Carps Depositors STATEMENTS LEDGER SHEETS a will is carelessly left where it may be 
lost, or where it may be found and 
KEENE, NEW HAMPSHIRE destroyed by those who will benefit 

most by its destruction. 





Increase in business follows 
erection of York equipped building 


N THE spring of 1928, the Athol Savings Bank, Athol, Mass., built 
I a new banking home and equipped it with two York Vaults. A 
steady growth in business has followed. 

The two vaults, side by side, present an unusually attractive appear- 
ance. The safe deposit vault is equipped with a heavy rectangular 
entrance and a steel lining. Safe deposit boxes of several sizes have been 
installed to meet the requirements of the clients of this institution. The 
securities vault is also protected by a heavy rectangular vault door. 

The York organization is ready to extend equally satisfactory service 
to your bank. Write our nearest branch office for detailed information. 
~ 


_ YORK SAFE & LOCK CO. 


YORK, PENNSYLVANIA 
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BALTIMORE PHILADELPHIA 
BOSTON 8T. LOUIS 
CHICAGO SAN FRANCISCO 
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a 
t ECURITIES have a new importance in the business 
ve 
- of banks—as secondary reserve, as collateral to 
ie 
y secure loans and in meeting the investment demands 
; of customers. Because of this, it has become more important 
in 
or for a bank to maintain a connection with an investment 
of house that has contact with banks and an understanding 
iL of banking problems. An outstanding connection 
A of such character will be available to banks through the 
uniting of the Continental National Company and the 
. Bond Department of the Illinois Merchants Trust Com- 
“a pany as the Continental Illinois Company. This company 
> will have a capitalization of 20 million dollars and will be 
ik 
the affliated with the Continental Illinois Bank and Trust 
ere 
@ Company. With headquarters in Chicago and offices in New 
10) 
t of York and eleven other cities, the united investment organ- 
9mM- 
ons ization will engage in underwriting on an even larger scale 
= and provide a wider range of investment choice and counsel 
so 
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PAdsustable 
hen Tags. 


se 
SAVE 20% OF A BOOK-KEEPER’S TIME 


Made of cloth- 
lined leather with 
semi- flexible filler 
stitched in project- 
ing part. A tem- 
pered bronze clip 
holds the tag on the 
leaf. Instantly ap- 
ee en 
y—Quickly moved 


= to another leaf. 
Always on the page you are USING 
THREE TYPES 


Plain Buff Leather. 

ay be written on with 
ink. Also furnished 
printed to order. 

























Celluloid Covered Tag 
with Removable Label 


Paper Faced. Buff Ledger Paper facin 
over the leather. Very popular to write on with ink 
or pencil. 

Celluloid Covered with Removable Labels. 


Blank labels in perforated sheets for typewriting. 
Also printed Alphabets, Months, Numbers, States 










or to Order. 
All types made in 7 widths, 3 to 2 inches. 
Write for price list and sample 


Charles C. Smith, Mnfr. 
BOX 50, EXETER, NEBRASKA 


*s Adjustable Index T: Smith's G 
Smith's Enameled Steel Si Smith's Opawinds Sing Guides 


















1929 Federal Income 
Tax Guides 


(Sixth Annual Edition 
Ready January Ist) 


] Individual Guide $1.00 


(} Corporation and Individual 
eh ENE ce $2.00 
These Guides will be ready January 1, 
1929. They will be entirely revised and 
rewritten to include the latest rulings 
and decisions and the new provisions of 
the new tax law, the Revenue Act of 1928. 


Edited by JOSEPH J. MITCHELL 


Member American Institute 
of Accountants 


Mail your order today to 


INCOME TAX REVIEW, 














126 Liberty, New York 











BETTER COIN TOOLS 
STEEL-STRONG....2s3 
BETTER COIN TELLERS 


Coin Wrappers, Currency 
Straps, Tubular Wrap- 
pers, Tellers’ Moisteners, 
Coin Trays, Coin Bags, 
Lead Seals, Seal Presses, 
Manual Counters, Wrap- 

















. a 
Sold By Leadin Bank Stationers _ 
The C. L. Downey Co, | 


941-943-945-947 






* Cincinnati, Ohio 
Clark Street 











DON’T MISS 


Fred Copeland’s Comedy 
Next Month— 


‘“‘The Ferndale- 
New York Convoy”’ 
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Selling the Mutual Bank 


By T. D. MacGregor 


N order to get the best results, the 

advertising of the bank should be 
planned for at least a year in advance. 
There should be a clearly outlined 
objective and a central theme under- 
lying the whole campaign. 

For example, that objective may be 
to impress indelibly upon the minds of 
the people of the city and vicinity the 
fact that the bank is a great financial 
institution whose prime objective is to 
help people to succeed by planning the 
wise use of their incomes and that this 
help is extended without charge and 
without obligation. 

The underlying thought is to lead as 
many people as possible to consult the 
bank frequently, emphasis being placed 
on this personal contact rather than on 
the direct solicitation of deposits, al- 
though there should be a certain 
amount of that also. However, the 
main purpose is to induce the public to 
use the personal service department 
freely with the idea that as a con- 
sequence they will naturally start and 
maintain deposit accounts. 

The backbone of the whole cam- 
paign, of course, is the newspaper ad- 
vertising, which is divided into two 
parts—the English language papers 
and the foreign language press, each 
having its distinct appeal. 


"THE general theme of the advertising 

would be personal success by wise 
planning in money matters, beginning 
the advertising about October 1, and 
continuing it into July—a period of 
about forty-two weeks. 

There would need to be forty-two 
different advertisements—that is, 
change of copy once a week. 

The subdivisions of the personal 
service rendered by the bank would fall 
under the following heads: Financial 
independence; home ownership; edu- 
cation of children; starting in business; 
life insurance; investments; travel; and 
vacations. 

By having four advertisements on 
each of these subjects, there would 
remain ten advertisements of the forty- 
two which could be devoted to direct 
solicitation of accounts, interest divi- 
dend announcements, advertisements 
to employers urging them to help em- 
ployees to save systematically and a 
number of other general themes, in 
harmony with the whole scheme of 
impressing upon the public the fact 
that the bank is a first aid to the am- 
bitious and a great source of inspiration 
and help to those who want to get 
ahead. 

Under the plan, the four advertise- 
ments on each of these subjects would 


not run consecutively, but would 
alternate and rotate so that the whole 
picture of the bank’s service could be 
presented as quickly and as frequently 
as possible. At least one of these ad- 
vertisements might be devoted to a 
plan for financial independence by 
combining systematic saving and life 
insurance into a complete financial 
program. This plan would not be 
meant for the average individual, but 
for the man of superior intelligence and 
ability who has the knowledge and 
financial resources to enable him to 
carry out such a plan for reaching 
a really worthwhile goal—in other 
words, the man who would be re- 
ceptive to a detailed plan showing him 
how to accumulate a capital of 
$10,000, $15,000, $20,000 or even 
$50,000. That means systematic sav- 
ing and an adequate amount of life 
insurance. An occasional advertise- 
ment on this subject would be cal- 
culated to get replies and contacts 
from a number of persons of this type. 
But the bulk of the advertisements 
would necessarily be directed toward 
the great mass of people who in the 
main are muddling along without any 
definite plan in financial matters. It is 
from this great mass of people that the 
bank has gotten and will continue to 
get the bulk of its depositors. 

Most of these advertisements should 
be illustrated in an appropriate manner 
with high class human interest draw- 
ings. 

Experience proves that suitably 
illustrated advertisements are much 
more effective than purely type display 
advertisements. In the first place the 
illustration attracts more attention; in 
the second place, it helps to carry home 
the message of the advertisement. It 
is easily possible for an illustrated ad- 
vertisement to have twice as many 
readers as a pure type display adver- 
tisement occupying the same space 
and medium. Thus it is easy to see 
that the advertiser using such an 
advertisement gets twice the value for 
his expenditure. In this case it is 
equivalent to the doubling of the cir- 
culation of the medium used. 

Uniform typography but variety of 
sizes and shapes should be used in the 
advertisements so that there would be 
at the same time continuity and dil- 
ferentiation in the campaign, thus 
getting the cumulative benefit without 
sacrificing the continued interest which 
comes from variety. 

Foreign language advertising Tre- 
quires special handling. As a rule it 
is not sufficient merely to translate 
the advertisements used in the English 
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Read This Letter: 







































“(When a bank discovers a satisfactory method of 
1 storing records it seems only fair to pass that 
a information on to others. For the past ten years 
we have used Liberty Storage Boxes in four sizes for 
e storing all sorts of records. At the end of each year 
: our steel files are emptied and the contents placed 
y in these boxes and held for the time allotted. Their 
a construction is such that they may be used over 
and over again. Our experience with Liberty 
a Storage Boxes has been entirely satisfactory and we 
gladly recommend them to anyone interested in a 
y safe and economical method of storing records.’’ 
. (SIGNED) J. B. HEWITT, 
al Purchasing Agent, First Nat’l Bank, 
e Detroit, Michigan 
it 
d 
d 
* 
; More I han 9500 Bankers Sa VY. 
1g 
er 66 e eye 99 
There is No Better Way to Do Storage Filing 
m , — 
of oh ‘ ONEY TALKS, they say. So do orders. And the fact that so 
on many banks today use LIBERTY Collapsible Storage Filing 
v- Boxes, is proof that these boxes do in fact offer a “new and better’ way 
fe to do storage filing. You know what a neat, orderly storage vault means. 
e- — You realize the satisfaction of having all your old records safe from loss 
al- 8x4x15, for or damage, free from dust, and instantly accessible when reference is 
ts Dopesit Sipe. needed. Read the letter reproduced above. Do you, too, not want the 
ye, safety, the convenience, and the economy that LIBERTY Boxes offer you? 
its 
: CO 5 ~ 
- : LLAPSIBLE 
4 (} * . 
ny ss JZ] Storage Filing Boxes 
: Size No. 9—9x 
he ptxts—for Cancelled “‘Unexcelled for economical storage filing’’ 
rafts an ecks. 
to grat LIBERTY Boxes come to you flat—collapsed—requiring small space 
1ld until used. They are instantly set up. They are made of the highest quality, 
nes waterproofed corrugated fibre board. They are strongly reinforced with 
ve adhesive cloth tape. End labels are attached. Gummed labeling strips 
are furnished free. The patented closing cord and tension button prevents 
ply spillage and permits overloading when necessary. Nineteen standard 
ich sizes are available. 
lay OO Nas Jo ~ stan 19 Standard Sizes: 
the “ss ee No. 1— 8 x4 x24 Cap (legal pazer)....... No. 12—15 x101/x24 
“in Drafts, checks, etc......No. 2— 9 x 334x24 Invoices................No.13—10 x8 x24 
; Small deposit slips......No. 3— 6 x4 x24 Ledger sheets...........iNc. 14—12  x124%x12 
me Pass books (2 rows) ...... No. 4— 7 x 54x24 Documents............. No. 15— 4x10 x24 
It Old statements, etc..... No. 5—104x 4%x24 Large Se slips...... No. 16—& x5 x24 
Telegram copies........No. 6— 84x 534x24 3x5" cards or slips....... No. 17— 54x 33424 
ad- Vouchers, etc...........No. 7—9 x 414x24 Vouchers, etc...........No.18— 84x 7 x24 
; > Deposit slips, etc........No. 8— 8 x4 x15 Savings, checks, etc.....No. 19— 7%x 34x18 
any Se Size No.5—1014 5 yea pF sane _- he — a : x A = Secctal St a 
* i F % 2 m i See . 10— cial Sizes made i 
ver- oe _ Old State- Letter nee = ‘ei hehe ‘No. 11—12 softens i of 100 or “a = 
ace — 
pe Ask your stationer or use the handy coupon to 
rs send for a FREE sample box and full information 
cir- r 
| Please send me a FREE sample LIBERTY Box. I prefer Size No... 
y of nS NN a io ed a ac ee cee pe ree ear ee ec mete Een oe 
e 
hy Size No.16—8x5x24 # ao eaaeaanaeenaeenmamenemeenemnameammnmamememeaimeients cape 
ze ° 
= Sica. 0 Peed Ameen fhe eee os 
us " 
hout 
hich BANKERS B OX COMPANY. IN c. 
a RAND MSNALLY BUILDING —” CHICAGO, ILL. 
| C. H. 1-29 
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MPREGNABL : 


AS A MEDIEVAL CITADEL 


He 


Besieged for weeks and months, small 
garrisons held at bay vast armies 
whose only weapons were broad- 
swords, crossbows and culverins. As 
the medieval fortress was impregna- 
ble in the Middle Ages, so are Diebold 
Safety Deposit Boxes within Diebold 
Vaults invincible to modern skilled 
cracksmen’s weapons. 


Built of heavy steel with the strengest 
construction method known—they are 
protected by Diebold Pick-Proof Locks, 
approved by The Underwriters Labora- 
tories, Inc. Their handsome satin 
nickel finish beautifies any bank. 


Send for our Sales Engineer to analyze 


your protective problems. 


DIEBOLD SAFE & LOCK CO., CANTON, O. 
Represented in Leading Cities in U. S. A. and Canada 


DIEBOLD23SAFE 


ASK YOU R. BAN KLE R. 
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language publications. These adver- 
tisements, while well adapted to native 
born Americans and those thoroughly 
familiar with our language and insti- 
tutions, in many cases would not appeal 
to or be understood by foreigners. 

What is needed for such depositors 
and prospective depositors is a simple 
advertisement stating specific facts, 
such as the advantages of an account 
in a mutual savings bank as an invest- 
ment, a statement of the features of 
the bank’s plan of paying interest, the 
kind of service the bank renders, the 
fact that various languages are spoken, 
and so on. 

Special pains should be taken in the 
preparation and translation of the ad- 
vertisements for the Jewish, Italian 
and other foreign language publica- 
tions. 

A linguist’s services should be ob- 
tained in supervising these transla- 
tions personally. 

Special efforts should be made to 
obtain suitable illustrations for the 
Jewish and Italian newspapers, es- 
pecially having to do with Jewish and 
Italian religious festivals and celebra- 
tions at the proper times. 





AMONG the special points wherein 

the foreign advertising differs from 
the advertising in the regular news- 
papers, might be mentioned the fol- 
lowing: 

1. Education of the foreigner to 
put his savings into a mutual sav- 
ings bank, showing him the practical 
advantages which he dervies from 
doing so. 

2. Assistance in his becoming adap- 
ted to the conditions of American 
economic life. 

3. Protecting him against exploita- 
tion by his own fellow countrymen and 
others. 

4. Aiding him in his efforts to be- 
come Americanized. 

He needs especial assistance in such 
matters as immigration laws, naturali- 
zation, citizenship, the purchase of 
steamship tickets, the exchange and 
transmission of funds to and from 
foreign countries. 

One of the most valuable things in 
connection with the advertising would 
be the adoption of a suitable slogan to 
be used in all of the advertising of the 
bank. 

This slogan should be a_ phrase 
that in itself would be a good advertise- 
ment for the bank, expressing in a few 
words just what the bank stands for. 
When a suitable one is found it would 
be incorporated as part of the signature 
to be used in every advertisement of 
the bank. 

Supplementing the newspaper ad- 
vertising, it is desirable to make use of 
the so called “mass plan” method of 
getting the bank’s message into the 
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means of specially hired distributors. 
This plan does away with the cost of 
obtaining, compiling and maintaining 
mailing lists. It requires no envelopes, 
stuffing, sealing or stamping. It ex- 
cludes all waste due to changes of 


address. It immediately includes every 
new resident. 

By this means the bank is able to 
solicit savings deposits from 10,000 
homes at a smaller cost than is usually 
required to reach half that number. 


Package Insert~Banking Style 
By I. I. Sperling 


Cleveland Trust Company 


HE manufacturers of nationally- 
known commodities, never fail to 
enclose a printed slip or small folder 
with each product. This usually carries 
instructions and directions in the use 
of the commodity, includes some adver- 
tising copy which engenders pride of 
ownership and adds a bit of selling 
talk for an allied product or other item 
in the manufacturer’s list. 
There was no reason why this suc- 
cessful method, proven and tried, could 
not be brought over from industry into 


The theory behind all this is that 
enthusiasm for saving and financial 
matters is never quite so high as at the 
moment of opening a new account. 
Likewise, it is seldom that the bank has 
another opportunity to give its cus- 
tomer such a bird’s-eye view of its 
variety of services at a moment so 
timely. Rules and lists of officers and 
directors, traditionally printed in pass 
books, are seldom read although bank- 
ers are prone to crowd every bit of 
blank space in these books. However, 
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banking and so nowadays, every new 
savings or checking account customer 
of the Cleveland Trust Company finds 
in his new passbook a small folder 
graphically illustrating the compre- 
hensive services of the bank and in- 
stilling a pride of customer-relationship. 

Too few people really know how to 
use a bank account. In itself a pass 
book means little and a lagging account 
often proves a source of discouragement 
to its owner. As a matter of fact, the 
bank points out that a savings or 
checking account is but the opening 
wedge to what can be a life-long re- 
lationship, with the bank helping every 
Step of the way in the individual’s 
progress toward the things and the 
happiness he desires most. 

Knowing the frailty of humankind 
and of busy tellers in particular, en- 
closure of these folders is not left to the 
people who preside at the customer’s 
window. The original supply of folders 
was enclosed in pass books by the 
people in the bank’s stockroom and 
future orders will be inserted by the 
printer of the pass books. 





a folder which cannot be overlooked 
when the book is opened, is a much 
more logical medium for the presenta- 
tion of an advertising message at the 
psychological time. 

Another interesting adaptation of 
the package insert idea is used by the 
bank in the treatment of the banker’s 
perennial problem —the necessity for 
stimulating savings accounts. 

All sorts of methods have been tried. 
Groups of accounts have been “‘treated”’ 
by frequent mailings in comparison 
with similar groups untreated. Con- 
flicting conclusions have resulted. Em- 
barrassments have arisen where the 
owner of an account was furious be- 
cause his wife was “tipped off’? when 
the bank mailed him a letter acknowl- 
edging the opening of his account and 
additional pieces urging him to add 
to it. 

At the Cleveland Trust Company we 
developed a series of small blotters in 
cartoon and semi-humorous vein which 
the teller used in blotting the entry 
and left in the book when it was re- 
turned. In that way, we overcame the 
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How your 
Company 
can make 
available 
3000 hours 
of extra 
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Expansion of effective ef- 


fort is even more vital than 
reduction of payroll. 


How many do the dicta. 
ting in your Company? 
Six? Fourteen? Twenty? 

How many stenographers 
work for your Company? 
Three? Seven? Fifteen? 


Those extra hours of pro- 
ducing time are there! 


Let us prove this at your desk. 
Telephone “The Ediphone,” 
your City, and ask for the book 
“An Easy Way to Chart Your 


Correspondence.” 


THOMAS A. EDISON, Ine. 


ORANGE, N. J. 
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LOUISVILLE NATIONAL 
BANK & TRUST COMPANY 
Louisville, Kentucky 


Now under construction; 75 feet wide and 175 feet 
deep; four stories; to be completed March, 1929. 


{ A partial list of banks ‘Y 
now under construc- 
tion by us: 


Carbondale Nat'l Bank, Carbondale, III. 
South Side Trust Co. - St. Louis, Mo. 

















Ripley Nat'l Bank - - - Ripley, Ohio 

Home Banks - - - - Elgin, IIl. 

First Nat'l Bank - - Wellston, Mo. 

Chippewa Trust Co. - - St. Louis, Mo. 

First Nat'l Bank - - Loveland, Colo. 

Sedalia Nat'l Bank - - Sedalia, Mo. 
iq First Nat'l Bank - - Abingdon, Ill. ff 
/ 


We shall be glad to explain our Service, which includes: 


PRELIMINARY SURVEYS 
ARCHITECTURAL DesIGNs « ENGINEERING 
CONSTRUCTION ~ INTERIOR EQuIPMENT 


ST. LOUIS BANK BUILDING 
AND EQUIPMENT COMPANY 


Designers, Engineers and Builders for Banks 6xclusively 
SAINT LOUIS +77 CHICAGO +77 MEMPHIS 
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teller’s frequent complaint that he is 
“too busy to enclose things” by giving 
him a definite aid to his business 
routine. The copy in the main stressed 
regularity of deposits. 

Other copy dealt with regular re- 
ducing or building-up exercises, chil- 
dren’s attendance at school, prompt re- 
porting for work, the importance of the 
milkman’s regularity, the necessity for 
shopkeepers opening on a definite 
schedule. A collateral series used in 
the same way emphasized wise 
economy. 

I suppose the very earliest use of the 
package insert idea by bankers was the 
monthly slip or blotter mailed with 
cancelled checks. One big weakness of 
this method was the fact that it came 
too often (twelve times a year) and at 
a time of the month when bills from 
department stores in the same mail 
placed the recipient in an unresponsive 
mood. We mail not more than five, 
and usually only three, blotter inserts 
during a year with our cancelled 
checks. 

And the copy on these usually 
emphasizes the particular service upon 
which stress is being laid by the rest of 
our advertising during that month. In 
other words, if in April we are stressing 
safe deposit facilities, the blotter sent 
with the checks will talk about safe 
deposit—and so on. It co-ordinates 
with the rest of the month’s program, 
which, by the way, is always hooked up 
with a selling campaign on the part of 
the employees, thus tending to make 
the advertising more effective. 


‘THE package insert idea has been 

carried further throughout the bank 
by the use of posters advertising 
other departments than the one in 
which they are located. 

For example, the safe deposit de- 
partment, it is reasonably supposed, is 
used by people who might conceivably 
be prospects for fur storage, silver 
storage, trust and bond facilities, etc., 
so these services are advertised oc- 
casionally here. Similarly, in the 
offices of our branch managers, posters 
advertise the more selective types of 
business. 

When furs stored with us are re- 
turned to owners, each package con- 
tains the following enclosure: 

“The accompanying goods are being 
returned to you after storage under 
conditions designed to make furs or 
rugs look their best. We hope that the 
service rendered has been entirely satis- 
factory and that we may look forward 
to the care of your articles again in the 
next storage season. For that purpose, 
a return card is attached. If you will 
file this card away carefully, filling it 
out and mailing it to us at the time you 
wish us to call for your furs or rugs, 
you will find it a convenient means of 
notifying us to send our guarded car.” 
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Yield and the Money Rate 


(Continued from page 7) 


bear market—merely a sharp cor- 
rective movement, followed by a 
gradual recovery and another bull 
market. There are several reasons for 
this feeling, regardless of high money 
rates and low yields. The public is 
buying stocks as never before. It has 
learned how to trade in common stocks 
and shows improved judgment in pick- 
ing out the better-grade issues, which 
makes the market more selective than 
at similar times in the past. Margin 
requirements are higher than formerly, 
and buyers are not so easily scared by 
sudden slumps. There is an immense 
amount of strong investment buying 
by investment trusts and the like, 
which makes its appearance on any 
noticeable setback. We are in a pros- 
perity era; business is good and pros- 
pects for the industrial leaders for the 
next few years are bright, and this 
makes investors willing to accept very 
low yields in the hope of future divi- 
dend increases and stock split-ups. 
Commodity speculation, which struck 
with deadly effect in the 1920 smash- 
up, is entirely absent, and conditions 
are very different from what they were 
when the yield-money curve hit the 
bottom late in 1919. 


HESE and other elements in the sit- 

uation make it unlikely that a bear 
market is impending unless business 
should be attacked by some unforeseen 
catastrophe. That being the case, it is 
evident that the yield-money curve on 
the chart has moved down to a lower 
range where it may remain for an inde- 
terminate time. Within this range the 
curve may still be an excellent indi- 
cator of market developments. The 
difficulty, of course, is in trying to 
locate the indicator-points for the new 
range—a task which can hardly be 
accomplished for some time. Much 
depends on the course of the money 
market after the first of the year. An 
easing off of call money to say 5-6 per 
cent would send the yield-money curve 
up to about —1 on the basis of present 
prices, and if such a decline in call 
money were accompanied by a sharp 
drop in prices, money might again be 
exceeded by yield. A guess might 
place the new indicator-points (or 
range) atO0 and —2; another at +1 and 
—1; but in any case the indicator- 
points appear to be definitely lower 
than in the past. 

To sum up, changes in money rates 
affect stock prices, but a more satis- 
factory forecaster of market changes 
ls the excess (or deficiency) of yield 
Over money. This index on the whole 
worked very well in the period from 
1919 to 1927, but in 1928 it went en- 
rely wrong, judged by the experience 
of the preceding nine years, due to | 
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Banks throughout the country are installing Yeo 
Rotary Night Depositories, because they are pro- 
The Yeo Rotary gives your 
customers 24-hour deposit service—spreads through 
the entire day the detail work usually jammed into 
a short time—gives you new business—and is 100% 
safe! Why delay? Investigate now! 


gressive and up-to-date. 





Mail Coupon Now 
for Complete Information 
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Bank Vault Inspection Co. 
5 South 18th St., Philadelphia, Pa. 
(Check square for information desired) 


e Please send me complete information re- 
garding the Yeo Rotary Night Depository. 


[_] Please quote on installation from attached 
plans. 
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Bank Vault 
Inspection Co. 


SAMUEL P. YEO, President 


5 South 18th St. 
Philadelphia, Pa. 
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The’ Hallowell” 


We made this Truck for a large 
trust company, since when they 
have ordered two more. 


It is being used for conveniently 
handling heavy ledgers, card in- 
dexes, and the like, which are 
slid right on to the smooth 
steel top. 


It rolls on ball bearing, rubber 
tired wheels—easily, noiselessly. 


Write for Bulletin 402 


Standard Pressed Steel Co. 


Box 27 Jenkintown, Pa. 














Quik - LoK Storaee 


Pat. Pending 


For the convenient and economical storage of old 
records of every kind. Now in use in America’s 
largest industrial and financial institutions. 





Automatic Lock, Dust- 
einforcement Throosplz 
u 
Strap, All Smooth Surfaces, Steel Reinforced, 
Sag-proof Lid, Bulge-proof Ends. No loose 
arts, nor any to wear, tear or tangle. Distinctive 

n Appearance, Durability and Convenience. 


37 sizes—Special sizes to order. 


THE only. file havi 
proof Top, Steel 
Bottom, Never-spill Features, Hand 


Low-priced and positively guaranteed to give sat- 
isfactory service. Send for full information to your 
nearest distributor or direct. 


DISTRIBUTORS : 
THE QuIk- Lok FILE Co. H. C. Parker, Inc., 
6 Broadway. N. Y. 445 Camp St., 

For the States of New York, New Orleans, La., 
New Jersey, Mass. and Conn. Miss. and Louisiana, 
C. F. Kappes, Zanesville, Ohio, 

Ohio and Pennsylvania. 
SCHWABACHER-FREY Sra. Co., 
San Francisco -- Los. Angeles, 

South-west States. 


IRWIN-HODSON Co., 
Portland, Oregon, 
orth-western States. 


THE KAY-DEE COMPANY 
Mfrs. ee eee Feee Transfer 


3644-64 So. 36th St., Lincoln, Nebraska 
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problem at hand. This 
: policy is typical of this 
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various causes. These causes make it 
probable that the indicator-points or 
“range” of the yield-money curve will 
have to be determined over again at a 
lower level. When such a level can 
definitely be fixed, it is very likely that 
the curve will resume its usefulness. 


Stockholders—Nearly All 


(Continued from page 9) 


time. In that event, he receives from 
the trustees the amount of money de- 
posited in the fund for or by him, plus 
interest at 4 per cent per annum. Or, 
if the trustees so elect, he may receive 
the amount, or any part of it, in stock 
at the cost of the stock purchased for 
his account. But, if an employee thus 
withdraws, he cannot again participate 
in the plan for a period of one year. 
Should an employee die in service, 
the trustees will pay whatever there is 
to his credit to designated beneficiaries 
or to his estate in stock or cash. The 
interest of any employee is regarded as 


| personal and is not subject to assign- 


ment or transfer. No other person can 
acquire any rights to the interest of a 
participating employee. 

If an employee desires, he is enabled 
to change the amount of his partici- 
pation—that is, the amount of de- 
ductions from his pay—but it is 
necessary to give satisfactory reasons 
to the trustees for such change. 

Naturally, considerable money will 
be earned in the handling of the fund 
as a whole. It is considered most fair 
that those who participate in the plan 
the longest should reap the benefit at 
the close of the five year period. 
Therefore, at the close of the five year 
period, the trustees are authorized to 
distribute the earnings of the fund asa 
whole by crediting those still partici- 
pating at that time with various 
amounts as the individual interests 
appear. These interests are determined 
by two factors. First, the amount of 
each individual account and, second, 
the total number of semi-annual peri- 
ods each account has stood upon the 
books of the fund trustees. 

In other words, an employee who 
had participated for four years —that 
is, eight semi-annual periods —with a 
credit of $1,000 on the books at the end 
of the five-year period, would partici- 
pate to a greater extent in the final 
distribution of the general earnings of 
the fund, than would one with a $1,000 
interest at the end of five years, who 
had only participated for two years, or 
four semi-annual periods. These semi- 
annual periods are used during the 
time of the plan to allocate to different 
participants stock, interest, dividends, 
although no stock is actually delivered 
to participants until June 30, 1933, ex- 
cept to those who withdraw. 

Employees are not allowed to 
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increase their credits by adding to them 
with cash in addition to the salary de- 
ductions. At the beginning of partici- 
pation, each employee signs an order 
on the trust company to withhold on 
each pay day a specified amount from 
his salary. 

When the directors of the Manu- 
facturers & ‘Traders-Peoples Trust 
Company passed the resolutions mak- 
ing the plan effective, the group of 
chief executives, including branch man- 
agers, were called to the office of Lewis 
G. Harriman, president. Here in a 
meeting Mr. Harriman and Perry E. 
Wurst, executive vice-president, who 
evolved the plan, went into detailed 
explanation concerning it so that any- 
one present would be in a position to 
answer any questions that employees 
might ask. 

A few days later a general meeting 
of all employees, was called. This 
meeting was held at the main banking 
office one evening and at that time Mr. 
Harriman discussed the plan. He laid 
it before them in a general way and 
then tried to show them what the plan 
would mean to them individually at 
the end of the five-year period. He 
emphasized the fact that by this plan, 
their best interests more than ever 
before would be the bank’s interests, 
and the bank’s interests theirs. 


FOR a great many years this trust com- 

pany has paid a bonus at Christmas 
time. Under the new plan it is likely 
that a bonus will be voted each year 
but henceforth it will depend largely 
upon the net earnings of the institution 
and will not be paid in cash but will 
be credited to each employee in the 
stock acquisition plan. To that extent 
each employee is a participant. 

The directors have come to the con- 
clusion that a perfunctory bonus at 
Christmas time is undesirable not only 
from the viewpoint of the bank but the 
employees as well. It has come to be 
recognized as neither a salary nor a 
gift—more as a gratuity—far from 
satisfactory. Under the stock acquisi- 
tion plan, with the bonus being voted 
largely according to earnings and 
credited to the employee, not paid in 
cash, the complexion of this feature 
will be radically improved. 

It should be added that the entire 
cost of clerical work and office space 
hecessary to carry on the plan is borne 
by the bank. But the fund trustees are 
authorized to pay out of the funds any 
taxes or assessments which may arise. 


OHN D. Rockefeller III, entering 
- upon his business life, has taken a job 
ina bank. There’s one boy the bank 
president won’t have to watch when 
he is sent over to the cigar store on the 
corner to get change for $80.—C. C. 
Bradner, in Detroit Free Press. 
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This shows how the sensitive 
sound detector is installed on 
the ceiling of the vault. It is 
equally suitable for new or 
existing vaults. 






Inside the 
Vault 


A. D. T. Phonetalarm gives 
sure protection. Sound de- 
tecting devices installed on 
the ceiling of the vault are automatically 
actuated by noises originating on the sur- 
faces of the vault. This causes an immediate 
alarm to be sounded by the A. D. T. Vault 
Alarm on the outside of the building. 


You can obtain A. D. T. Phonetalarm 
for local operation as shown, or it may be 
operated through A. D. T. Central Offices 
located in 114 cities throughout the country. 


Ask us for descriptive literature. 


Controlled Companies of 


American District Telegraph Co. 
183 Varick St., New York, N. Y. 
with the architectural scheme, contains 


the alarm mechanism 
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This attractive housing, designed to harmonize 
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SAMPLES SENT 


“EASY SNAP STORAGE FILES” 
ON REQUEST 


“STRINGLESS BAGS” for filing department | 


for Depositors 





| STRAYER COIN BAG COMPANY, New Brighton, Pa. | 
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It Doesn’t Cost More 
—than ordinary paper. It is atough, lt bl B d 
flexible paper that will withstand the a era e on 
maximum amount of wear. It does Th ° bli d will 
not cut up under the check writer. It ey are putting public good wl 
perforates cleanly and positively. On into these checks—by displaying 
1ts — surface, the amounts are io hank’ bol of 
easily read, eliminating mistakes in the ank S SymbDOl O service— 
cashing. dramatically—effectively—on the 

what happens when an altera- Bond. 

tion is attempted on one of the 

Wroe Nonalterable Bond Tints —unhampered by any pattern—yet 

furnishing the ultimate of safety in 


bank check paper. 

We'll gladly give you the names 
of these outstanding lithographers 
and printers. 

They will show you samples of 
personalized, dramatized, beauti- 
fied checks. Send for their names. 


W. E. WROE & CoO. 


(Producers of Construction Bond) 
22 West Monroe Street, Chicago 

































SAFEGUARD 


(THE operation of your Burroughs by insisting on genuine Burroughs 
non-lint roll paper. 


Ordinary paper often contains lint or minute particles of paper dust 
which fly into the machine and ultimately cause mechanical trouble. 


Burroughs non-lint roll paper may be obtained from your local 
Burroughs agency, or if you wish, you can order it direct from factory. 


BURROUGHS ADDING MACHINE COMPANY 





DETROIT, MICHIGAN 
Burroughs Adding Machine of Canada, Limited, Windsor, Ontario 
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Escape by the Front Door 


(Continued from page 21) 


quite enough to ride along on the 
bare necessities of life; we prefer to 
“‘live’’ a little. 

Is it too much to say you have not 
found out the second part of the 
problem while you were solving the 
first part? Was it insurance you went 
into, or, perhaps, investments? What- 
ever it was, have you ever studied the 
field for investments in your com- 
munity? You are free now. There 
are no longer any gentlemen of the 
board. Around about you is a little 
gold mine which will last longer than 
you ever can. A great many banks in 
tiny country villages awoke with a 
start when the Liberty loans came on 
and over a million dollars hopped into 
sight in the face of the fact the banks 
supposed they had all the community’s 
available funds. Remember, your 
face and name have become familiar to 
those who wish to invest their funds. 
The great bond houses are not reaching 
them. They can not solicit personally, 
for they are unacquainted, and if they 
are acquainted, they prefer not to 
invade for fear it will anger the local 
bank which is a very easy and worth- 
while customer for their bonds. 

You can, therefore, supply bonds of 
the very highest type this country has 
to offer to a community which is 
already familiar with bond invest- 
ments from its experience with the 
Liberties. Bonds of the Triple A class 
sell themselves. To be sure, the com- 
mission is small, one-quarter point to 
one point according to their seasoning. 
But one-half point on only $200,000 in 
sales in a year is nearing $100 a month. 
And the “‘float’’ never dies; those you 
sell appreciate on seasoning and new 
offerings are always coming along to 
trade into. It is evident you never 
need go further than the Liberty bond 
customers who live in your community; 
they proved the money was there. 


S° there is hope of emancipation 

from the dreary old detail some day. 
One hundred and fifty from the nest 
egg plus one hundred from the new 
field makes $250 per month. Were you 
getting that in the village bank? No, 
you were getting less and your time 
was never your own. 

May I wish you luck? Then let us 
hope you will find again that same 
mysterious music playing among the 
pines as when you were a boy; that 
you will have an outlet for those 
desires that have ever been imprisoned 
in your heart, fond hopes which the 
gentlemen of the board never knew; 
that it will never be written on your 
marker, 


He lived as long as he could, 
but other words never better expressed 




















CLEARING HOUSE 


than in the chivalrous French of the 
old adventurers: 


Chacun est l’artisan de sa fortune. 


Or, in the free and untrammelled 
translation: ‘To every man, the priv- 
ilege of fashioning his own fortune.” 





Confidence—the Word 
in 1929 


(Continued from page 11) 







member banks are holding more than 
four billion dollars worth of govern- 
ment securities and more than five 
billion dollars worth of eligible paper. 
The strong position of both the mem- 
ber banks and the reserve banks assures 
a satisfactory credit situation during 
the first half of the new year, despite 
the general feeling that unproductive 
speculation is now using more than its 
share of the country’s funds and that 
it is only a question of time until this 
situation will right itself. 












[F the present level of interest rates 

prevails during the early part of the 
year, business doubtless will be less 
active and the banks will have to 
guard their commitments more cau- 
tiously to get good paper. But the 
present level of rates will not last any 
longer than the speculative demand 
for funds and that demand will have 
been at least partially satisfied. In 
the event of continued demand for 
funds for this purpose, it is well to 
reflect that the banks have been able 
to maintain rather low rates for busi- 
ness purposes regardless of the specu- 
lative demand and from the strong 
situation in which both the reserve 
banks and the member banks find 
themselves, it is reasonable to suppose 
that low rates for normal business pur- 
poses will continue at about the 
same level as they have during the 
past year. 

One of the services of the commercial 
banker that the general public has 
never fully appreciated, is that the 
banker continues his usual business at 
the same rates or about the same rates 
during periods of much higher rates in 
other lines of business. But the banker 
appreciates his obligation to his com- 
munity and to general business. It is 
safe to say that while the call money 
tates have ranged from 6 to 12 per 
tent during the last half of the past 
year, the banks have for the most part 
extended more than 90 per cent of their 
loans at the same rates that prevailed 
When the call rate was 4 per cent. In 
this way the banker has helped to 
maintain stability in business and pre- 
serve a sound money and credit 
system against the pressure of chang- 
ng and speculative conditions. <A 
tontinuation of this service for 1929 
tan be safely predicted. 





















































































How to Use 
Sunlight 


ROPERLY controlled sunlight is 

the best and least expensive light. 
Victoria Venetian Blinds control 
the sunlight by breaking up the direct 
rays into a soft light that makes the 
eyes glad. Besides they control the 
air so that you have perfect, healthful 
ventilation. 


Economical, too, be- 

cause they eliminate 

awnings and shades 

and all the expense 

and annoyance of 

replacement or tak- 

ing down and put- 

ting up each season. 

\ef)- Used by banks and 

/ all types of buildings 
everywhere. 


© Write for descriptive 
literature 


Established 1880 
Garfield at Jefferson Norwalk, Ohio 
SALES AGENCIES IN PR!NCIPAL CITIES 


pYICVOEIA Vat EAN BELT DS 


Light and Air Without Wind or Glare 




















QUALITY 


is the keynote of the wide demand for 
Our Genuine 


Catholic Art Calendars 
for 1930 


They Lead to More Business! 
© 


Here is an Ideal Plan for Every Bank to 
Place Their Advertisement of Thrift 
in Every Catholic Home 


Catholics keep our genuine, Catholic Art Calendar, be- 
cause, it contains a storehouse of information of vital 
interest tothem. For this same reason they read it com- 
pletely and thoroughly from cover tocover. Every line of 
information in it holds special personal interest for them. 


Ie Extension Art Calendar for 1930 
{Protestant Edition) 


Our Catholic Art Calendars have been so successful, and we received so many requests 
from our customers for a Protestant Edition, we decided to print a special edition for 
1930 for Protestant distribution. Our Religious Art, Calendars for 1930, both Catholic 
and Protestant Editions, will be of highest quality. 


Easy to Get 100% Distribution to Catholics 


Our plans for dis.ributing assure your getting this calendar into the homes of Catholics, 
and without any cost for distribution. Our beautiful Religious Art Calendars are 
of highest quality, most reasonable priced. 


Write today for free samples and our Booklet ‘“‘STRENGTHENING YouR BusINEss.” 


EXTENSION PRESS (Calendar Dept.) 25 East Lake: Street, Chicago, Illinois 
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Burroughs 
Chair for Operators 


Comfortable and durable, this new 
Burroughs product promotes efficiency 
and reduces fatigue in office work. Its 
scientific design assures correct posture 
and increased alertness. Because of 
the lessened physical and mental 
strain, the operator’s volume of work 
is noticeably greater. Ideal for use 
with Adding, Bookkeeping, Calculat- 
ing, Billing Machines and Typewriters. 
For more information call the local 
Burroughs office or write to 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT, MICHIGAN 


Burroughs Adding Machine of Canada, Limited, Windsor, Ontario 
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THE BURROUGHS 


Comes the Woman 
Executive 


(Continued from page 13) 


worth some extra service. But many 
older people of all classes also need 
help with deposit slips. We insist, 
however, on younger patrons, and 
especially children, learning to make 
out slips for themselves. You see, the 
educational work has sometimes to be- 
gin with the younger generation.”’ 

Alas, it must be admitted that rigid 
rules are far inferior to tactful intu- 
itions—and with intuitions, women 
have men hopelessly distanced. Still, 
can’t we expect business men at least 
to toe the mark? 

“Yes, and here it’s easy to make 
clear that a slip made out by the patron 
helps to check errors. The patron can 
be made to see that a carefully pre- 
pared slip is as much benefit to him as 
to the bank.”’ 

And in general, can patrons be given 
to understand that they should step 
lively and not keep others waiting? Or 
is that idea only a man’s lopsided 
notion? 

“Speedy teller work is all to the 
good, within the limits of accuracy. 
We handle our lines pretty rapidly on 
the days when workers crowd in with 
their pay checks. But speed inside the 
window should not result in making 
patrons feel hurried or confused. I 
think the ideal is a reasonably fast 
teller whose manner assures patrons 
that the window work is being done 
with care and all necessary delibera- 
tion. Patrons should always feel that 
there is plenty of time to do every- 
thing right. It’s still true that ‘haste 
is waste.’ ”’ 

The fine touch of femininity in 
service details! 


BUT let the masculine side take hope. 

Mrs. Parker thinks women prefer to 
be supervised by men. “I have never 
had a woman for a boss; I believe 
I am better satisfied with a man at the 
top.” 

What shall we conclude? If the 
woman executive can contribute to the 
service of her bank any “differential 
gain’”’ because of her peculiar personal 
ability, the bank profits; and even- 
tually all banking profits, through the 
stimulus to competition that leads to 
increased efficiency. 

More, in many fields of business 
activity the idea is taking root that the 
occasional woman executive of a high 
type gives to business a certain tone 
of “‘lift.”” The reason is almost obvious. 
Men tend to treat women with defer- 
ence. And just as nine successful men 
out of ten have been inspired by wives 
who exerted a strong influence on the 
ethical side, so men in business natu- 
rally make concession to the idealism 
of the woman executive of the right sort. 


PRODUCED IN THE BURROUGHS PRINT SHOP 
AT DETROIT, MICH., U.S.A. 4070-1-29-ADV. 
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